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WIRE CENSORS 


Only the best wire is good enough for Yellow 
Strand—the super-rope. 

And only the best wire can get in, because, only 
after passing the most rigid tests under the 
watchful eyes of our engineers, is wire rated 
high enough for such important use. 

Then those wires are selected for each rope 
which will produce the best balance of flexi- 
bility, elasticity, strength and toughness for the 
kind of work for which it is intended. 


“Flex-Set” Preformed Yellow Strand is this 
same highest quality rope with the strands pre- 


BRODERICK & BASCOM ROPE CO., 


Branches: 


formed to the helical form they will maintai 
permanently. 


Result: longer, more economical performanc 
on most installations. It is limp and tractabl| 
Easier to handle and install. What’s more: it 
practically pre-broken in. This means f 
speed and full load almost from the start. 


Supply Houses. Your salesmen can safely recommen 
“Flex-Set’”’ Preformed Yellow Strand wherever a tous 
job is to be done economically. Remember, this cor 
pany has made nothing but wire rope for 61 years, ar 


ST. LOU 


New York, Chicago, Seattle, Portland, Ho 


'Flex-Set Preformed 


Yellow 





Strand 


MILL SUPPLIES © AUGUST 1937 











_ How TO PUT MORE 


amen 
toug 
} con 
$, an 





































CUSTOMER 


POWER TRANSMISSION 
RECORDS 


EQUIPMENT CUSTOMERS 
ON YOUR BOOKS .... 


@ Old customers that re-order—new cus- 
tomers becoming users—all of them satisfied 
and making new savings—that seems to be 
the situation for Mill Supply Distributors pe 
who get behind the Link-Belt Power  :i:'):: 
Transmission Line. : eh 

It’s your opportunity—simply let this é 
quality line work for you. It is complete, in- 
cluding anti-friction and babbitted bearings, 
take-ups, clutches, couplings, collars, pulleys, 
gears, hangers, etc., as well as a full line of 
positive drives—silent and roller chain 
drives, speed reducers, and variable speed 
transmissions. 

To start, send for illustrated catalog. 

LINK-BELT COMPANY 


2410 West 18th Street CHICAGO 
Offices in Principal Cities 





LINK-BELT 


POWER TRANSMISSION 


EQUIPMENT 


iA 
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REG. 
U.S. PAT. OFF 


right grinding wheel 


for every 1° 
ao GRINDIN N vag 1 
of rool room practice are the 
Oxide “aA” W hee 
” watt 


Aluminum 
eucces*! u 
\ 


The 


> out a nev 


»5 tO the grinding 
carbide pools one 
{ Carborur 

le © heels 


heels- 


COMPANY 


THE CARBO ynov 

Niagara Falls, N. Y- 

P New York, Chicag?: ¥ 
Grand Rapid 


r>arisbure Be 
-marks 


Agaton, 


es Ofhiee* and «im 

Ipbia. eveland. - , Cine ynnatl, ¥ 

Carbor ‘ oxite are reg race 
orundam Comp]™?? 


sal 
stered t 


philade 


UNMeewerw STATES STEEL 


strength and ductility; 





--- 4s still the best practice! 


Progressive Plant Managers and Superin- 
tendents of Power who are “going ahead” 
take no chances with the pipe they use. 
They are not much enthused over wasting 
time on any pipe that may cause trouble 
during installation or afterwards interfere 
with a policy of building “good business” 

They still depend on NATIONAL, Amer- 
ica’s Standard Wrought Pipe, as a good 
pipe to work with and a good product on 
which to build an enviable reputation. 


They know they can rely on NATIONAL’S 


uniform metallic 


unusual 
strong, 


structure; its 
its smooth, 


easily made threads; and best of all, the 
long, satisfactory service it gives. 

All Butt-weld sizes, 4 to 3-inches, are 
made scale-free, and all sizes 4-inches and 
under are Spellerized. NATIONAL PIPE 
comes in Copper-Steel to resist atmospheric 
corrosion; also in Duroline, a highly im- 
proved cement lining, to resist corrosive 
waters. Tests and inspections, the most 
painstaking and the most thorough, are 
applied to every length of pipe that leaves 
the mill. Naturally, America’s Preferred 
Pipe is handled by the most progressive 
distributors everywhere. 


NATIONAL TUBE COMPANY 


PITTSBURGH, PA. 


Columbia Steel Company, San Francisco, Pacific Coast Distributors 


United States Steel Products Company, New York, Export Distributors 
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HELPING You SELL! This Van Dorn advertisement appears in August issue of Machinery, September 


* issue of Mill and Factory and September 22 issue of American Machi 


YAsaetHen you assemble bridges or bridge tables—there’s a new Van Dorn 

Nut Runner, Electric Wrench or Screw Driver that will cut your costs 
and speed your production. Models are available to drive nuts, screws and bolts of 
every size, from the smallest screws used in electrical apparatus assembly up to nuts 
and bolts %” in diameter. Why not list your assembly operations now being 
done by hand—and ask your Jobber for a demonstration of Van Dorn Tools that 
will save you money on these operations. Or write for a new Van Dorn catalog 
today. The Van Dorn Electric Tool Co., 735 Joppa Road, Towson, Maryland. 


FOR POWER, SPECIFY 


PORTABLE ELECTRIC TOOLS 
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In Meeting 
Your Needs 
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WHEN YOU CHOOSE FROM 
THE COMPLETE MORSE LINE 


THE MORSE LINE INCLUDES HIGH SPEED AND CARBON CRILLS - REAMERS - CUTTERS -TAPS and DIES - SCREW PLATES - ARBORS - CHUCKS - COUNTERBORES - MANDRELS - TAPER PINS - SOCKETS - SLEEVES 








No matter what your needs, your Morse distributor can meet the— 


wide Morse line. And because every M gd AA 
GproRT= 


{PLETE 5 


judes every +. customer vets in 
. Wvery need . sortant tool sarees 
Coverase © ade magazines: 
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onveniently Located Morse Distributor oa 
Will Give You Prompt Service 








g\oh CHINE COMPANY [im 
ns SOR SB WE = et a 


NEW YORK STORE - 130 LAFAYETTE ST. CHICAGO STORE - 570 WEST RANDOLPH STREET 
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. THE CUILLOTINE—hose must 
stand severe impacts from 
this heavy trip-hammer, with- 


out cover or carcass failure, 
to meet Goodyear’s specifi- 


Protect your Profits! | cons 


ERE you see some of the reasons 


why you can sell more custom- FLEX TEST — under 200 


ers, make bigger profits with Good- pounds saturated steam 
pressure, hose is flexed on 
this ‘rack’ to prove that 
rubber company Goodyear main- Goodyear steam hose gives 


year hose. As the world’s largest 


tains the largest and most complete the long service fife typlest 
: of all Goodyear products. 
research and development labora- 
tories in the industry. We solve your 
customers’ hose problems—in ad- 
vance—by constant testing under con- 
ditions even more rigorous than met 
in actual service. That is why Good- 
year hose repeats and repeats—it is 
service-tested, performance-proved! 
If you are not a Goodyear Distribu- 
tor, why not see if your territory 115 TIMES A MINUTE. this 
is open? Write Goodyear, Akron, motor-driven “hose beater’’ 
hammers Goodyear hose 
against a concrete slab to 


test the abrasion resistance 
of Goodyear cover stocks. 


Ohio, or Los Angeles, California. 


OIL TEST —Coodyear air hose 

is subjected to tests which STRETCH TEST — all rubber 
determine the resistance of compounds used in Goodyear 
the rubber stecks against hose are checked with this 
device—another test to make 
certain that only the best 
materials are used in these 
products. 


the deteriorating effect of 
oil 


NW, 
> ae ‘1, 
> MOLDED GOODS 3 IN RUBBER 

. : 


7 


HOSE 
PACKING 


Made by the makers of 
Goodyear Tires 
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y 


BATTER 
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Cutting steel 
shrouds used in 
the manufacture 
of G-E Fabroil 
Gears. 

— Photo 


> 
courtesy of _ 


General Electric 
Company. 


CHOICE of CRITICAL BUYERS 


Williams’ Drop-Forged “C” Clamps are 


OTHER 
WILLIAMS’ 
PROFIT 


| BUILDERS 


designed for every class of service. All 
are forged from a tough grade of special 
steel and are heat-treated, after forging, 
to increase still further their strength 
and stiffness. Five patterns, 3/4 to 18” 
gap, for light, general and heavy duty— 
under Williams’ trade names: “Vulcan”, 
“Agrippa”, “Light-Service”, “Body- 
Builders”, and “Tool-Makers”. 


You'll find Williams’ “*C” Clamps easier 
to sell because they are known and | 
accepted everywhere. 


J. HW. WILLIAMS & CO. 
75 Spring St., New York 


Headquarters for: Drop-Forged Wrenches (Carbon and Alloy), 

Detachable Socket Wrenches, “"C” Clamps, Lathe Dogs, Tool 

Holders, Eye Bolts, Hoist Hooks, Thumb Nuts and Screws, 
Chain Pipe Tongs and Vises, etc., etc., 
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ALEMITE POWER GREASE GUNS 
SPEED UP LUBRICATION 5007, ON OUR 
PORTABLE TOOL ASSEMBLY LINE”’ ‘/ 


Says Len Parker, Factory Superintendent 
of Skilsaw, incorporated 








> 





 «' J... 
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ALEMITE—A Division of Stewart-Warner Corp'n. Dept. H 
1886 Diversey Parkway, Chicago, Illinois 


Please send reprints of current advertising to help my selling. 


ji Name 
‘ Address 


REG. U. S. PAT. OFF. City 


ATKINS 





SILVER STEEL 


+ +» are important to your sales records. Atkins 
C AWS Silver Steel Hacksaw Blades are all equipped 
with “teeth that bite.” Records prove that they 


SAWS AND SAW TOOLS 
MACHIME KMIVES, ETC. 





make more cuts per blade than any other hack- 
saw you sell. 

These facts, plus the economy and extra production value in Atkins 
Silver Steel Blades, make it easy for your salesmen to “‘get the order.” 
Be sure your stock of Atkins Silver Steel Hacksaw Blades is sufficient 


to meet the demand. We assure you quick service on all your orders. 


ee 


E. C. ATKINS AND COMPANY.+- INDIANAPOLIS, INDIANA 
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Mitt Supetres— 


OUR SEPTEMBER Issue 
A Hand-Book of Selling 


LMOST INVARIABLY, when you find 

a supply salesman “going great 
guns” and “selling his head off,” you 
will find a man who, by one means or 
another, has collected information con 
cerning the uses of the products lie 
handles in various kinds of plants and 
who noses around ferreting out orders 
while his competitors are waiting for 
bids from the purchasing ofliece. 

The collecting of this market infor 
mation is not easy especially during 
good times when inquiries come fast 
and the hours available for study and 
planning are limited. Good times, 
however, are ideal for new business 
plowing. The plant with operating 
profits is susceptible to arguments for 


the installation of modernized and 


labor-saving equipment and = supplies. 
In addition, ground gained now on 
the basis of planned selling will be 
easier to hold during the next reees 
sion in business. 

To repeat, the market information 
so necessary to this type of selling is 
not easy to gather. Mill Supplies, as 
the business paper for this industry, 
has long realized the need for some 
kind of handbook, which in the hands 
of the distributor’s salesman, would 
supply vital information on “where to 


sel] industrial supplies,” “how they are 


used,” and “who buys them.” Until 
now, however, our efforts to obtain this 
information have been only partially 
successful. 

At last, through the cooperation of 
hundreds of our manufacturer friends, 
we have gathered market data on 
nearly every item of industrial sup 
plies. These data, condensed in_ the 
most usable form, will be presented in 
our September issue, 

September, we believe, will mark 
another milestone in the progress of 
the industrial supply industry from a 
disjointed group of local warehouses 
to a tightly knit group of hard-hit 
ting sales organizations. 

More to the point, perhaps, is the 
firm belief that this issue will put into 
the hands of our salesmen readers in 
formation whieh ean be turned into 
extra dollars on the monthly payeheck. 

Executives and sales managers will 
find its concise eharts of inestimable 
value in the selection of lines and 
p'anning of sales effort. 

It is not our aim, in compiling this 
“Handbook on Industrial Supply 
Markets” to make it the handsomest 
magazine ever published but rather, 
to make it the most useful. We be 
lieve that you will feel well rewarded 
for the time spent on its study and 
that vou will want to keep it for refer 


ence in your work throughout the year. 


JIM CHANNON, EDITOR 
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THE REPUBLIC 
5-POINT POLICY 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the 
trade solicited. 








*« 


A quality of product uniformly 
good and capable of delivering 
service results that should reason- 
ably be expected. 


* 


A price basis inducing and mak- 
ing possible aggressive competi- 
tion with reasonable profit return. 


* 


Freedom from competition from his 
source of supply, either direct or 
indirect, among the trade covered 
by his day to day solicitations. 


* 


Selling helps of reasonable a- 
mounts so that his sales force may 
be given the advantage of spe- 
cialized training and a knowledge 
c! the product sold 


* 








Loyalty to distributors is the 
very foundation of Republic’s sales policy 


and is never violated. The rapid growth 





of our business upon this policy assures 


its permanence. 


We offer two suggestions. 


er ee 


Investigate the quality of Republic Prod- 


a 


ucts by means of any tests you choose. 


Investigate Republic’s loyalty to distrib- 
utors by getting the word of those whom | 


we have served for one or for many years. 


Our past record is the most convincing 
proof that we will serve you faithfully if 


you join with us as a Republic Distributor. 












* 
ieREPUBLIC RUBBER 
— Manufacturers of HOSE 2) — 


YOUNGSTOWN - OHIO 
BELTING @® PACKING 


MOLDED PRODUCTS LEADERSHIP IN POLICY. PRODUCT AND PERFORMANCE 
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Just to be different about this matter of salesman 
neatness, we are moved to look at the other side 


for a moment. 


What moved us was the recent 


tragedy of a peddler who, given the opportunity 
to demonstrate tools in a workshop, appeared 
resplendent in array that would have made Robert 
Taylor take to the alleys in defeat. His visit was 
an artistic triumph but economically he “laid an 
egg.”’ Those burly machinists didn’t even know a 
tool demonstration was going on. Just sat there 
glowing with hate for this clothes horse who was 
showing up their own grease-smeared untidiness. 
We are in a business that calls for meeting equally 
with rugged men of industry. When we over-dress 
we can be as out of place as the plumber (above) 


at the hors d’oeuvre bar of the Ritz. 


In other 


words—the wise industrial salesman will find his 
happy medium on the dress question and stick 


there. 





Lewis and Communism 


In reference to the July editorial, 
“Frankness vs. Bayonets,” Al 
Tucker, of the Henry G. Thompson 
Co., writes: “I particularly agree 
with your thought that basically 
the way to avoid the need for 
unionism and the inevitable result- 
ing strife is to eliminate the neces- 
sity of one and‘the general cause 
of the other. There is one point, 
however, on which I disagree. I 
do not for an instant believe that 


Mr. Lewis is a Communist nor that 
C.1.0. is Communistic. The June 
26 report of the Tax Research In- 
stitute. of America, Inc., contains 
some information that must be 
startling to our ultra-conservative 
friends. I quote from the report: 
“Despite the frequent use of the 
hoary red herring, John Lewis is 
not a Communist, nor swayed by 
Communists. While both Com- 
munists and left-wing Socialists 
support the C.1.0., together they 
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form but an infinitestimal part of 
C.1.0.’s membership and NONE of 
its directing personnel.’ Because 
1 loathe Communism I would hesi- 
tate to disparagingly refer to any 
movement or any individual as 
Communistic or Communist.” 


Strategy 


Here’s how one smart distribu- 
tor impresses on a big corporation 
that its local subsidiary should buy 
supplies locally. After all efforts 
to convince either the resident pur- 
chasing agent or the one at head- 
quarters that he renders a _ real 
money- and time-saving service, the 
distributor buys a share of stock 
in the corporation. Then, arming 
himself with specific facts and fig- 
ures proving that the corporation 
is losing money through its cen- 
tral purchasing policy, off he goes 
to the next stockholders’ meeting. 
Since each share holder has the 
legal right to express himself in 
this meeting, the distributor arises 
to demand of the management why 
“his” corporation is wasting its 
money in this short-sighted way. 
The plan usually gets” results. 
“And,” comments the distributor 
dryly, “I’ve had some nice gains 
on the stock I bought, too.” 


Convention Ship Ahoy? 


The cartoon in our July issue, 
“10 Years Ago in Mill Supplies,” 
which pictured the now famous 
convention cruise of the S.S. 
Noronic, struck sparks among those 
in the industry who would like 
another convention on the decks 
of some comfortable ship. Writes 
Don Brisbin: “The pictures bring 
back fond memories of what we all 
thought was a very successful con- 
vention. I have nothing against 
Pittsburgh, Cincinnati, Memphis 
or any other city, but it goes with- 
out saying that a hotel will never 
be on a par with a convention held 
on the Great Lakes or the ocean. 
Of course, the Noronic is not large 
enough to accommodate the num- 
ber of people who would attend, but 
there are steamers on the lakes 
that could do the job and, moreover, 
we know very well that Cunard 
White Star or some of the other 
trans-Atlantic lines would place 
one of their large ships at the dis- 
posal of the three associations. I 
am not alone in the hope that we 
will not wait until we are old men 
before we have another trip like 
that on board the Noronic.” 








EDWARD D. GRAFF was elected 
president of Joseph T. Ryerson & 
Son, Inc., Chicago, merchandising 
subsidiary of Inland Steel 


MEMBERS of the Chase Parker 
(Boston distributors) sales organi- 
zation were guests at an educa- 
tional tour of the Stanley Electric 
Tool division of the Stanley Works 
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month's illness. 


HORSE PLAY at the W. O. Barnes 
sales meeting in Detroit. Left to 
right: Ben Halliday (Dunham, Car- 
rigan & Hayden), Cliff Cecil, Bill 
Gross, "Pee Wee" 
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Evans and Bert 









See News Secti ion 
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FRANK DISSTON, first vice-presi- 

dent of Henry Disston & Sons, 

Inc., and a grandson of the STRIKES SUBSIDE, peace ret 
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{ EFFECTIVE JULY 15, JAMES A. CHANNON, EDITOR OF MiLI. SUPPLIES HAS ALSO BEEN AP- 
POINTED TO THE POSITION OF MANAGER, SUCCEEDING ALBERT E, PAXTON WHO BECOMES 
MANAGER OF Engineering News-Record ano Construction Methods & Equipment 


ji KNOW THERE will be regret upon ‘‘Al’s”’ departure 
from his host of friends in this field with which he has 





been identified prominently ever since graduating from 
\ the University of Illinois twelve years ago. As editor of 
Industrial Supply Distributor, and of Mitu Suppwies 
after those two publications were consolidated, and later 
as Manager of Mint Suppwies, ‘‘Al’s’’ personality 
and his ability for leadership have been constructive fae- 
tors that worked toward the betterment of the industry. 





: His transfer now places him in charge of two out- 
standing business papers serving the important construc- 
tion and engineering fields. [ am sure that ‘‘ Al’s’’ many 
friends in the industry will join with his associates in 


wishing him continued good fortune in his new respon- 





sibility. 





| JamMEs A. CHANNON 
art, 
Du 
ind f 
st ALBert E. Paxton 
by } 
“<, t 
Iv 1s FITTING that ‘‘Jim’’ Channon now assumes the man 
,! agership of Mitt Suppiies. ‘‘Jim,’’? who represents 
nf the third generation of his family in the industrial sup- 
er | ply field, graduated from West Point in 1926 and served 
four years as an officer in the Field Artillery of the U. 8. 
Army. In 1929 he participated in the Survey of Indus- 
n trial Distribution condueted by the Joint Merchandising 
Committee and, following this activity, joined the edi 
torial staff of Mini. Suppuies in 1930. As editor, his 
d thorough knowledge of the field has helped this publica- 


tion achieve an ever-increasing value to its readers. 

‘*Jim’’ Channon’s succession to the managership is 
assurance that Minin Suppwies will continue to render 
a full and conscientious publishing service to the indus- 
trial supply industry. 


MASON BRITTON 
View Chairman, McGraw-Hill Publishing Co., Ince. 





Rubber sheeting requires a 
sturdy, solid truck that can 
be swiveled easily 








YOUR C90__ 


Being a description of industrial casters 
and some pointers on where to sell them 


O MATTER what it is, if it 

must be moved occasionally, 

casters are the answer. But 
what are casters? 

Let’s start by saying that they’re 
wheels held in a housing which may 
or may not swivel. But that’s 
only the beginning —they may 
have one or several wheels; sleeve, 
ball, or roller bearings in the pivot, 
axle or both; any of a half dozen 


by E. J. Tangerman 


TECHNICAL EDITOR 


wheel materials, and any of several 
types of top-plate or stem assem- 
blies. In fact, the wheel alone 
may be used on an axle just like 
any other wheel, or such wheels 
combined with casters on one truck. 
And caster types are endless—one 
company alone has developed over 
7,000 designs in the last 40 years! 

Earliest types of industrial 
casters had wood or cast-iron 


Some methods of attaching casters to trucks 


wheels, but the heavy-duty require- 
ments of industry today demand 
stronger materials. These include 
semi-steel, pressed steel, or alumi- 
num alloy solid wheels, or pressed 
steel, cast steel or aluminum-alloy 


» wheels with treads of soft or hard 


rubber or rubber fibre. Cast steel 
is the common material for general 
service, but each of the others has 
its place, depending upon surface, 
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Food truck in Los Angeles County General Hospital, with two heavy 
industrial wheels and a pair of swivel casters, all rubber treaded 


loads, and other conditions. Alumi- 
num alloy, for example, provides 
a light but strong assembly excel- 
lent on cement floors, non-sparking 
(important in powder mills, dry- 
cleaning establishments, chemical 
plants, ete.) and = acid-resisting 
(important in paint plants, tan- 
neries, packing houses and chem- 
ical plants). Rubber or rubber 
compounds provide resistance to 
abrasion, greater quiet and easier 
pushing or pulling, particularly 
over rough or uneven floors. While 
a solid wheel must be lifted over 
obstructions and uneven spots, a 
soft-rubber tread actually envelops 
small bumps as does an auto tire. 

Hard rubber is suitable for hand 
trucks habitually overloaded and 
passing over wood floors or com- 
position floors on which a solid 
caster would show a mark. Some 
caster types have replaceable rub- 
ber tires, or may even be solid 
molded rubber, giving greater 
resiliency with rubber’s resistance 








to abrasion. Another molded wheel 
is of Textolite (heavy canvas duck 
impregnated with phenolic resin), 
combining the advantages of steel 
and rubber for services subject to 
water, acid and oil. Some treads 
are rounded or “crowned” for ease 
of swiveling, particularly over 
rugs; others have flat treads to 
spread the load over greater area. 
And these wheels may have in 
tegral axles, sleeve bushings, self- 
lubricating bushings, or ball or 
roller bearings. So you begin to 
see the real complexity behind the 
apparently simple industrial caster. 

Let’s examine a typical present- 
day caster. First there is the wheel, 
with which we are already 
familiar. Its axle is held in the 
yoke, the U-shaped piece that con- 
nects wheel and swiveling element 
For stationary casters, i.e., those 
that do not swivel, the yoke is 
simply a U-shaped piece, or two 
side pieces, to the top of which 
the top plate is fastened. For 
swiveling casters, however, the as- 
sembly contains a number of addi- 
tional parts. In the first place, 
the center line of the top plate or 
stem is offset from the center line 
of the wheel axle so that the caster 
will swivel to track no matter in 
what direction the object to which 
it is fastened is pushed. The 
amount of this offset is as great 
as strength permits, consistent 
with the size of the wheel, the load 
on the caster and the readiness 
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With which it is to swivel, and 
while vital to the caster’s action, 
creates a real design problem in 
handling the tremendous bending 
load there. The top plate is held 
to the yoke with a king pin or 
short bolt (in stem types, it may 
be the lower end of the stem, and 
in other types, king bolt and top 
plate may be a single forging), 
but between top plate and yoke 
there are usually two or three rows 
of ball bearings, sometimes con- 
centric, sometimes one above the 
other, but designed in each case 
to carry the load while permitting 
the caster to swivel easily. In all 
heavier-duty casters these ball 
races are lubricated, sometimes 
simply through oil holes, but often 
through pressure grease fittings. 
Similar provision must be made 


“i (; é : 





eo 


Extension platform for cleaning and 

painting ceilings of lobbies and theatres, 

etc. Has four twin-wheel heavy indus- 
trial swivel casters 





for lubricating the sleeve, roller, 
Hyatt-type or ball wheel bearings. 

Swivel parts are usually carbur- 
ized, hardened or special materials 
to withstand wear. Wheels are 
normally as large as conveniently 
possible, to provide easy rolling 
over uneven surfaces, and may in- 
corporate brakes or other locking 
devices. Because one of the com- 
monest difficulties with casters is 
tangling with string or wire, types 
likely to encounter either of these 
are equipped with string guards, 
which are like miniature pie plates 
fastened to the yoke and extending 
to the wheel rim so that the string 
end cannot wrap about the axle 
or become entangled in the wheel. 
Treads may also have to be special- 
ly treated to suit the service—for 
example, rubber treads should con- 
tain an anti-oxidant to prevent 
deterioration due to exposure to 
light and heat, or be special com- 
pounds to withstand oil. 


Special Fittings 


While a rectangular top plate 
carrying four corner holes is more 
or less standard for industrial 
casters, there are a number of 
special fittings available to adapt 
them to special jobs. For example, 
there is an angle fitting (which fits 
a box corner), a square ferrule 
socket, a spring-ring stem, a 
threaded stem and nut, or a pipe- 
thread stem to fit into the 
end of a length of pipe. 

Thus, in recommending a caster, 
many factors must be considered. 


lower 


The floors, the atmosphere, and 
special requirements will fix the 
wheel tread material. Casters 


moved only short distances under 
light loads can have plain bearings, 
but roller or ball bearings must 
be used for casters to handle 
heavier loads over longer distances. 
The need for such special parts as 
thread guards and special top fit- 
tings will vary with the particular 
job. 


Again, the proper combination 
of stationary and swivel casters 
varies with a number of condi- 


tions, as shown in one of the draw- 
ings. If a truck must be taken 
into very close quarters, it should 
have swivel casters at all four 
corners. When the load need only 
be moved from side to side, four 
stationary casters may be used, as 
on a safe. Other combinations in- 
clude four stationary casters set 
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in the centers of the sides, one pair 
being set higher to permit 3-caster 
swinging. Greater maneuverabil- 
ity is provided with a pair of sta- 
tionary casters in the center of two 
opposite sides, and a pair of swivel 
casters set lower so that the load 
can be tilted on to one or the other 
swivel caster for swinging. The 
simplest combination is that using 
two stationary casters at front cor- 
ners, and two swivel casters at the 
back. Several arrangements use 
only three casters, providing the 
load is very well balanced. One 
type uses two stationary casters at 
the front corners, with a swivel 
caster centered in back for ease of 
maneuvering. Another, more flex- 
ible, uses three swivel casters 
similarly arranged. 


For Heavier Loads 


When loads are _ particularly 
heavy, as for example in the case 
of portable safes, it may be advis- 
able to provide a caster with wider 
yokes and double or triple wheels. 
This, of course, doubles or triples 
bearing area. 

Finish also may be varied to suit 
the job. Various finishes are avail- 
able, for example nickel plating, 
chromium plating, oxidized or lac- 
quered. 

Probably the most important fac- 


Special swivel fittings on industrial casters. 


Four swivel casters provid uti 
Fflexibi!l ty,permitting trucks 
maneuvered into close quarters 


to. in selling casters is to remem. 
ber that they are used under prac. 
tically everything in the shop that 
moves. Every account you have 
is a prospect for casters of one 
type or another. While some jp. 
dustrial distributors handle only 
the heavier industrial casters, 
others handle the complete line. 
starting with furniture casters and 
going on up. For the latter, it js 
well to point out that more than 
likely each customer will need some 
office chair casters, or possibly 
casters for vault trucks and _ book- 
keeping stands. Large plants 
usually have cafeterias which need 
dish truck or baking truck casters, 
and so on—all this in addition to 
the normal factory requirements. 
The hospital that buys a little belt- 
ing and a few other odds and ends 
can be made into a big market for 
asters of all sorts; the same js 
true of any good-sized hotel or in- 
stitution, for they usually have 
all their own service departments 
such as bakeries, laundries, and so 
on. Large or small, in town or 
out, almost every business organ- 
ization needs casters. 

Data for this article was supplied 
by Darnell Corp., Ltd., Bond Foun- 
dry & Machine Co., Faultless 
Caster Co., and The Service Caster 
& Truck Co. 


A typical group 


Two stationary casters and one 
swivel caster. For well balanced 


2ads only, provides easy maneuvering 
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rable for rough floors, elevators,e 
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casters,a 
Very easily monevuvered 


the same height 
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abs braakdows 
facts 


Strong and weak spots in merchandising 
scheme brought out by simple analysis 


by 





TOTAL VOLUME 


ONE MONTH'S BUSINESS BREAKDOWN 
PREPARED ESPECIALLY FOR MILL SUPPLIES 


Loyd Smith, Vice-Pres. & Gen'l Mgr. 
Buford Brothers, Inc., Nashville, Tenn. 


STRICTLY INDUSTRIAL BUSINESS 
$17,027.13 





CHARGE SALES 
CASH SALES 


$16,109.47 or 94.7%, 
917.66 or 5.3%, 





TERRITORY CHARGE SALES 
METROPOLITAN CHARGE SALES 


$5,382.73 or 31.6% of total volume 
10,726.74 or 63.1% of total volume 





AVERAGE UNIT SALE 


$10.14 FOR 1670 SALES 





SALES UNDER 1.00— 
SALES 1.00 to 1.99 
SALES 2.00 to 4.99 
SALES 5.00 to 9.99 
SALES 10.00 to 19.99 
SALES 20.00 to 49.99 
SALES 50.00 and OVER 


433 for $210.63 
273 for 390.00 
386 for 1244.43 
213 for 1512.41 
186 for 2613.88 
114 for 3392.05 
65 for 7663.83 





AVERAGE UNIT SALE OF 
AVERAGE UNIT SALE OF 
AVERAGE UNIT SALE OF 


10.14 INDUSTRIAL 
6.92 AUTOMOTIVE 
5.15 HARDWARE 





(Survey made for June 


: | XCEEDINGLY 
facts and figures are revealed 


interesting 


in an unusual breakdown of 
industrial sales during a month’s 
period made by Loyd Smith, vice- 
president and general manager of 
Buford Brothers, Inc., Nashville, 
Tenn. Through the courtesy of 
Mr. Smith, the record for June, 
1936, is presented herewith. 

It is Mr. Smith’s plan to make 
the same breakdown and compari- 
son.for the month of June every 
year in order to determine pro- 
gress in increasing the size of the 
unit sale and in the development 
of industrial business, particu- 
larly outside of the metropolitan 
Nashville district. 


1936) 


“You will notice that our metro- 
politan business in June, 1936, 
was more than twice as large as 
our territorial business,” states 
Mr. Smith. “This condition should 
not exist because in the aggregate 
there are more possibilities for 
industrial business in our ‘outside’ 
area—extending to a radius of 
200 miles from Nashville—than 
there are in the city of Nashville 
itself.” 

The record shows that metro- 
politan charge sales aggregated 
$10,726.74, or 63.1 per cent of the 
month’s total volume, while terri- 
tory charge sales amounted to 
$5,382.73, or 31.6 per cent of the 
month’s sales. The remaining 5.3 
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per cent was accounted for by total 
cash sales in city and country. 

The analysis further reveals 
that for a total of 1,670 sales dur- 
ing the month of June, 1936, the 
average unit sale was $10.14. This 
compares very favorably with the 
record for Buford’s automotive 
and hardware departments — for 
both of which similar sales analy- 
ses were made. However, a strik- 
ing fact is that of the total of 
1,670 industrial sales, 1,305 were 
for less than ten dollars each and 
1,092 were for less than five dol- 
lars each. 

On the other hand, sales in 
units of ten dollars or more pro- 
duced $13,669.76 of the total vol- 
ume for the month, and sales in 
units of $20 or more accounted for 
$11,055.88, or considerably in ex- 
cess of half of the month’s total 
business. 

“Comparing territory sales with 
metropolitan sales reveals the fact 
that a mill supply catalog is 
vitally necessary to command the 
‘country’ business,” says Mr. 
Smith. “Our first exclusive mill 
supply catalog was released in 
January, and already results are 
noticeable in the increased volume 
of business obtained from outside 
territory. 

“The catalog is titled, ‘100th 
Anniversary Edition’ as the Buford 
organization celebrates its 100th 
anniversary in 1937, having been 
a continuously intact business 
since 1837, although, of course, 
changes in ownership have 0c- 
curred during the century.” 

Commenting further on this 
analysis, Mr. Smith observes: 

“It is doubtful that many mill 
supply distributors have ever ac- 
tually done this because it repre- 
sents a lot of work, and, unless 
they are set up especially to take 
care of it from month to month, 
it is just one of those things that 
never gets done.” 

True, but there is little question 
that the trouble Mr. Smith and his 
organization are going to will pay 
them adequate dividends. They 
are first finding out the weak spots 
in their sales set-up and then 
going about the job of bolstering 
these weak spots methodically— 
according to a plan. The facts 
and figures revealed by the June, 
1937, sales breakdown will be in- 
tensely interesting and should show 
very definite progress. 
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1. The salesman gets an inquiry 


2. He turns to microphone to speak to the stock 
record clerk 


3. His question comes through a loudspeaker over 
the files 












HE progressive business man uses new develop- 
ments of science and invention as stepping stones 
to aid his business keep pace with the speeded-up 

modern treadmill. Illustrated here is the method by 

which the Earle M. Jorgensen Co., Los Angeles, makes 
all the data of its perpetual inventory card record 
instantly available to the clerks in the order room. 

Microphones are at.ached to each order clerk’s desk. 
A loud speaker is above the inventory file in the record 
room, Record clerks, too, have microphones. 

When the customer asks, “Have you got it?” the 
order clerk immediately turns to his “mike,” opens the 
switch and relays the query to the record clerk. This 
man’s hands, not being needed either to receive the 
question or transmit the reply, are free to pull out the 
tray and seek the proper card. The answer comes back 
to the order man via a small receiver. 

Use of the “network” is not confined to one person 
at a time. If it is already in use by one order clerk, 







(From a report given by Mr. 
Jorgensen before the 28th 
annual convention of Ameri- 
can Steel Warehouse Associ- 
ation, May, 1937) 
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4. A microphone picks up the prompt reply 


5. And gives it to the salesman through a small 
receiver 


6. Without delay the customer is told if the goods 
are in stock 





"“Mike"-rophone makes memos talk 
out loud between the order de- 
partment and stock record room of 
Earle M. Jorgensen Co., Los Angeles 


Mf 


another, on picking up his receiver and hearing a 
voice, will wait his turn to shoot a question. The man 
in the stock room handles one question after another 
without confusion, as he is interested primarily in the 
question itself, not in the identity of the person who 
asks it. 

Manner of phrasing questions is important. The 
order clerk names first the class of material, then 
identifies it as to size and model. The man in the 
record room follows right along and by the time the 
question is completely voiced he usually is at the 
particular tray and card on which he will find the 
information. 

Time consumed in placing question and receiving 
reply amounts to seconds only. Some customers 
wonder how they do it. 

Expensive? “It cost us $250,” says Mr. Jorgensen. 
And, considering the job, it does in speeding up order 
placement, “it is not expensive at all.” 





S/S UNS _~T 
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There are only five points to this star 
merchandising plan that wins customers and 


keeps them won for Mr. Thackaberry’‘s firm 


by M. N. Thackaberry 


LOS ANGELES DISTRIBUTOR 


‘Whenever possible, we enter the prospect's 
presence ‘armed’ with one of the jools we 
hope to sell him,"’ says Mr. Thackaberry 


UR SELLING PROGRAM 
revolves around five car- 
dinal principles: (1) Know 
your prospect and his problems; 
(2) approach him “through the 
back door;” (3) demonstrate; (4) 
check up frequently, once you 
have sold him, to be sure he is 
getting the proper tool perform- 
ance; (5) provide him with ade- 
quate shop service for years to 
come. 
That is our creed. 
But, before getting into more 
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detail about it, allow me to de- 
scribe very briefly the nature of 
our business, and present a few 
other facts to provide a suitable 
background for this discussion. 

We specialize on the sale of 
portable electric tools, flexible 
shafts and equipment, light wood- 
working machinery, welding 
equipment and other tools and ma- 
chines of a portable or semi-port- 
able nature. As a part of our 
set-up, we maintain a small but 
well equipped “shop” in charge of 
an expert mechanic, where tools 
may be checked up or repaired, 
and where repair parts may be 
built if no longer obtainable. 
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We like to have salesmen with 
some practical machine shop or 
woodworking plant experience. 
This type, when possessed of a 
“selling strain,” is the ideal type 
of salesman for our business, for’ 
he is able to sit down with the 
man he is trying to sell and talk 
over the latter’s problems in a 
sympathetic and _ understanding 
manner. At the very least, we 
require that salesmen undergo 
training in our shop and store 
before going outside for us. 

Nor do we permit our men’s 
“education” to lapse once we have 
placed them on the sales force. 
We have weekly sales meetings, at 
which tools and machines are 
taken apart and discussed from 
all angles, including comparison 
with competitive makes. And, not 
only do we study the mechanical 
features of the products we handle 


“Getting to the right men back in the plant 
is absolutely essential,’ declares Mr. Thacka- 
berry (right). “If we can't show them how 
they can make money by buying our lines, 
we don't want to sell them” 


so thoroughly that our men know 
them from A to Z—we analyze 
their uses and applications so 
that there will be little chance of 
overlooking opportunities for 
sales. 

Now, to get to Principle Num- 
ber 1: It is of no value to us to 
know the name of a company on 
which we are going to call is 
“John Smith & Company.” Nor 
is it sufficient to have the addi- 
tional information that the man 
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we must sell in that organization 
is “John Brown.” If we are to 
convince our prospect that the 
tool or machine we would sell him 
will speed up certain of his oper- 
ations, increase efficiency on a job 
and save him money, we must 
know what he manufactures and 
something about the way he does 
it. Some people call this “pre- 
approach.” But, whatever it is 
called, we must have it before we 
make a serious effort at selling 
him. 
Digging Up Information 

The ways and means of obtain- 
ing this information are many and 
devious. Maybe an informal call 
of inquiry on the purchasing 
agent will help. Perhaps a 
“chance acquaintance” with a 
foreman, a mechanic, even an 


errand boy will aid us in our pre- 


"We always demonstrate. If the machine is 
too big to carry with us, we try to get the 
prospect down to our store to see it in op- 
eration.’ L. Smith (left) of the Thackaberry 
staff is the demonstrator here 


paratory work. The attendant at 
the gas station next door may be 
helpful, or the grocery man on the 
corner. Conditions govern cir- 
cumstances, of course, and no set 
procedure can be established, but 
we must know what we are going 
to try to sell, and why, before we 
walk through any “back door,” 
tool in hand. 

Now, when I refer to getting 
into the plant “through the back 
door”, I am not, of course, think- 


ing about snooping through an 
alleyway and popping in most un- 
expectedly on the man we wish to 
see. 

But we must get out in back, in 
the plant proper, if we are to do 
an effective selling job on the 
kinds of equipment we sell. We 
feel that the man who is to use, 
or be responsible for the use of, 
the tool or machine is entitled to 
all the information and advice we 
can give him. At the same time, 
we don’t want to sell him if he 
can’t make money or be more pro- 
ductive with the item we have in 
mind. In other words, the back 
door we speak of is the purchas- 
ing agent’s—the door leading out 
to the shop. 

In selling portable’ electric 
tools, for instance, there are, in 
the larger plants, a number of 
men to be contacted if we are to 





sell the idea that our products 
will increase efficiency and cut 
operating costs. In selling elec- 
tric tools for maintenance work, 
the chief engineer, the mainte- 
nance superintendent and _ the 
chief electrician must generally 
be reached. If the tools are to 
be used in production, we must 
frequently go all down the line 
to the chief engineer, production 
superintendent, often department 
foremen and sometimes even me- 
chanics on the bench. 

Nowhere is the importance of 
reaching the right men better il- 
lustrated than in selling wood- 
working machines. Here we are 
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contacting an old industry. Meth- 
ods are pretty well established. 
As a result, it takes a pretty con- 
vincing argument to sell the idea 
of greater operating efficiency and 
lower costs through the employ- 
ment of modern machines. We 
must show the prospective buyer, 
for instance, that he can replace 
one large band saw with two or 
more smaller ones, involving less 
investment and at the same time 
effecting savings of from five to 
fifteen per cent in labor costs 
through the elimination of idle- 
ness caused by men awaiting their 
turns on the one big fellow, or de- 
lays occasioned while adjustments 
are being made for different opera- 
tions. But imagine our chances 
of selling this idea to anybody but 
the man who is actually running 
the plant or the job. 

In the smaller plants and shops 


“Running smooth as a top,” advises S. M. 
Nielsen, Thackaberry mechanic, as he returns 
the customer's tool following the check-up 
which is part of the Thackaberry sales system 


on which we call to sell our ma- 
chines and tools, it is, of course, 
a simple matter to see the right 
man because the boss is usually 
the requisitioner, the purchasing 
agent and the final authority, all 
in one. But in the larger plant, 
there is the purchasing agent to 
consider. You can’t expect an 
office man to show the same inter- 
est in what we claim is a money- 
saving tool or machine as does the 
man out in the plant who loves 
(Continued on page 92) 


ovball days’ 


Was the mill supply game more fun back 

in the placid days before industry began 

to put on the pressure? Here are a few 
facts that may help you decide 


by Charles T. Bush 


VICE-PRES. AND GENERAL MANAGER 


THE CHAS. A. STRELINGER C JETRC 


HERE IS nothing new in 
that ancient argument that’s 
always going on _ between 

youngsters and old timers over the 

relative advantages of living and 
working in modern days or in the 

so-called “good old days’’—and lI, 

for one, don’t care to take sides 

with either of the warring fac- 
tions. Life today is interesting, 
certainly, and the work we all do 
in the mill supply business is any- 
thing but boring. Still, our early 
days had their own zest to them 
and those of us who lived through 

them can be excused for enjoying a 

pleasant mcmory now and then. 

At least those “salad days” were 
different from the _ present 
different as night from day. With- 
out attempting to say what things 
about them were better and what 
were not so good, let’s just jot 
down a few facts and let some- 
body else draw the conclusions. 

It does seem strange that in the 
days of horse-drawn vehicles our 
deliveries were always satisfactory 
and now, no matter what kind of 
render by high speed 
motorcycle or truck, it isn’t good 
enough. 

Since the picture which you see 
here was taken Detroit has be- 
come an industrial center. Custo- 
mers were few and far between. 
It seems only yesterday that we 
had but one phone, and that was 
a wall instrument. Our modern 
store has not only its switchboard 
and many trunk lines but also an 
interior telephone system, as well. 

As changes take place, stock 
items and quantities change also. 
In the earlier days one of the out- 





as 


service we 
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carried was 
Even when our store got 
to be fairly large, one reamer of 
each size was in our stock. Prob- 
ably the heaviest call was for the 
pin reamer, and with the growth of 
industry the demand became so 
great that it was nothing unusual 
to sell 1,000 pin reamers of a size. 
Now, of course, pin reamers are 
not used in the great quantities 
they were. The demand for other 
items brought corresponding 
changes, too. 

Purchasing methods have changed 
greatly, of course. In the early 
days we usually received a card 
or letter stating that Mr. Smith, 


standing lines we 


reamers. 


the salesman for a certain manu- 
facturer—or the manufacturer ac- 
companied by his wife and chil- 
dren—were coming along at a cer- 
tain date. When he arrived, or 
on the previous day, somebody 
looked over the stock and made up 
what was considered an adequate 
order which was handed to the 
caller. To keep pace with the 
times, it is now necessary to carry 
a perpetual inventory and_ the 
closer it can be kept to shipments 
out of stock the easier it is for 
our purchasing division to make up 
orders from the cards. In order 
to keep a balanced stock it is neces- 
(Continued on page 94) 





A view “out front’ in the early days of Strelinger's Detroit store 
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Turow ’EM OUT? | 


NOT THESE BLOTTERS 


And 
Chandler-Boyd 


burgh. This firm 


PEDIGREED PRODUCTS 


| 
A Bit *6 Bodond 


OT on your life you wouldn’t! 
neither do 
Supply Co., 

knows not 
how to plant the message on the 


buyer’s desk and make it stick— 
but also what to put in that mes- 
sage. Note the neat tieup of art 
and copy. Note the simpie way the 
story is told. Note—oh, well, just 
go ahead and LOOK! 


customers of 
Pitts- 
only 


} 
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STOCKING UP? 
Why worry? We can give you prompt service as Stocking Distribu- 
tors of a complete line of quality industrial supplies. Just what 
you want-—-any quantity——just when you want it out of warehouse 
stocks 


A number thet 
means Action— 
Phone 
HEmlock 1860 


CHANOLER*BOYO"” .” SUPPLY COMPANY 


INDUSTRIAL SUPPLIES 
46-51 TERMINAL WAY PITTSBURGH, PA. 


es 
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GOOD POINTS FROM EVERY ANGLE 
Take a look at what we have to offer— 
ADVANTAOOS 


nied coke 


a many a 


=== 


SAVINGS 
Rnheme yourcagtial lavestenent 
inventory. 
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tors of Michigan held a stag 

outing last month at the Blyth- 
field Country club. The meeting 
was in charge of Ray Smith of 
Boyer Campbell Co., Detroit, who 
introduced Russ Duncan, president, 
and Harry Rinehart, executive sec- 
retary, of the National Supply and 
Machinery Distributors’ Associa- 
tion. 

The morning business session 
was followed by a golf tournament 
with suitable prizes for the win- 
ners. About 40 were served din- 
ner, followed by the evening bus- 
iness session with A. J. Sparks, F. 
Raniville Co., Grand Rapids, pre- 
siding. Short talks were given by 
Messrs. Duncan and Rinehart and 
several others. 

Detroit distributors present in- 
cluded A. R. Smith, Boyer-Camp- 
bell Co.; W. C. DuComb, W. C. 
DuComb Co.; C. L. Gransden, C. 
L. Gransden & Co.; B. H. Ackles, 
The Rayl Co.; C. T. Bush, C. A. 
Strelinger Co.; A. R. Bell, J. T. 


[ tre of a supply distribu- 
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Wing & Co., and A. T. Harland, 
Harland-Robertson Co.; from 
Grand Rapids, J. M. Alden, Alden- 
Judson Co.; Joseph Hager, R. Wen- 
ger, Grand Rapids Supply Co.; F. R. 
May, Grand Rapids Belting Co.; 
E. H. Idema, Manufacturers Sup- 
ply Co.; Frank Raniville, A. J. 
Sparks, F. Raniville Co.; F. E. 
Walters, Joseph Low, W. P. Wil- 
liams Co., and Mark Burlingame, 
Kellog-Burlingame Co.; from Mus- 
kegon, L. E. Pickle and Edwin 
Schalk, Factory Supply Co.; A. G. 
Anderson, C. G. Vanderwier, Lake- 
shore Corp.; J. W. Workman, L. 
L. Cooper, Muskegon Hardware 
and Supply Co., and Kenneth 
Towner, Towner Hardware Co.; 
from Saginaw, E. B. Flack, Flack- 
Pennell Co., and E. L. Reichle, 
Reichle Supply Co.; from Jaekson, 
C. J. Watts, Smith-Winchester Co. 
and H. L. Gentry, J. T. Murray, 
Utility & Industrial Supply Co.; 
from Lansing, C. B. Pfeifer, Mill 
Supplies Corp., and T. A. Vander- 
voort, Vandervoort Hardware Co. 
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1. Ernest 
Supply So., Saginaw, Mich. 


Reichle, Reichle 


2. Harry Rinehart, secretary. 
treasurer of the National Association, 
who came out from Philadelphia 


3. Ed Flack, Flack-Pennell 
Co., Saginaw, Mich. 


4. Left to right: W. C. Du- 
comb, Detroit; Russ’ Duncan, president 
of National Association, R. C. Duncan 
Co., Minneapolis; F. F. Raniville, Grand 
Rapids; Charles T. Bush, Chas. A. Stre- 
linger Co., Detroit 
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All salesmen will want to try their 
hands at checking the correct answers. 
When you have finished, turn to page 
95 for author's list. 


1. What are two chief causes of 
unsatisfactory operation of rubber 
belts? 


2. What is the range of plies and 
widths for rubber belts? 


3. Snould pulleys be wider than 
rubber belts, or vice versa? Or 
should they be the same size? If 
there is variation, how much 
should it be? 


4. What leather belt corre- 
sponds with a 3-ply rubber belt? 
With a 9-ply? 

5. At a belt speed of 1,000 feet 
per minute and a 3-ply rubber belt, 
what is the recommended mini- 
mum pulley size? 


6. At a belt speed of 6,000 feet 
and the same belt, is the minimum 
pulley size larger or smaller? 


7. How about a belt speed of 
6,000 feet per minute and a 10-ply 
belt? 

8. Is arc of contact of any im- 
portance in figuring proper rubber 
belt size? 

9. How much should the motor 
rating be increased in considering 
a belt to transmit a given horse- 
power under conditions of severe 
shock and stalling? 

10. What is the absolute mini- 
mum “service factor” (factor by 
which normal motor rating must 


be increased in selecting a belt) 
to be used in figuring a rubber 
belt to be driven by a motor 
started by connecting directly 
across the line? 


11. If starting load is light and 
operation normal, as on _ small 
fans and blowers, what kind of 
service factor is required? 


12. What are the commercial 
grades of wire rope, and for a 
given size, what will bare wire 


AUTOMATIC 
N EVERY industrial distribu- 


tor’s organization, there comes 
the time when the Boss brings 
around his son and proudly says, 
“Boys, this is Junior. I want him 
to learn the business from the 
ground up!” 

The device illustrated here is 
an heir-conditioner, planned to 
familiarize Junior with all the 
details of the business in the 
shortest time—and through his 
seating equipment, far more re- 
ceptive to ideas than his brain. 

To familiarize him with the 
flat-belt and pulley end of the 
business, you build a treadmill, 
as shown, which will also show 
him how often one can go round 
and round without getting any- 
where. To the far pulley’ is 
connected a crank which leads 
through a pair of bevel gears to 
a short-belt drive and thence to 


rope of each grade support (in 
other words, what is its tensile 
strength) ? 

13. Does galvanizing raise or 
lower the tensile strength of rope? 

14. What are the characteris- 
tics of the grade called “iron?” 

15. Of the grade called “trac- 
tion steel’? 

16. What advantage has the 
cast-steel grade over the earlier 
two? 


HEIR CONDITIONER 


a lineshaft. On the lineshaft, 
spaced at even intervals are a se- 
ries of arms. Thus, when he 
starts to crawl along the belt, the 
pulleys turn, to rotate the line- 
shaft and the arms, which carry 
samples from the various depart- 
ments. His crawling position 
also puts his knowledge receiver 
at very receptive angle. 

To avoid reception through the 
brain, the Welding Department 
supplies a first-quality welding 
mask. The Small-Parts Depart- 
ment familiarizes the neophyte 
with drills, reamers, U-bolts, 
bolts, nuts, capscrews and so on 
by dumping an assortment into 
the hopper at right. This léads 
down a chute to a spreader which 
feeds them onto the belt. 

This unit is guaranteed to give 
Junior a real feeling for every 
department of the business. 
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from the Trade Press 


Because of space limitations, most items appearing in this 
department have been reduced to their elemental facts 
through digesting. Where the reader's interest is particu- 
arly great, we recommend that the article be sought out 
and read in detail in the paper where it originally appeared. 


Electric Hammers 


Today, he who bids on industrial 
wiring must be equipped with tools 
for drilling holes in concrete, brick 
and stone. During the last ten years 
the electric hammer has been per- 
fected to a point where it does the 
work quickly, easily and profitably. 
For instance, a contractor on one 
job had 22,000 * in. x 1 in. holes 
to drill for ““Rawlplugs.” Holes were 
evenly spaced and the average drill- 
ing time was 120 holes per hour. The 
hammer used on that job drills a 
is in. hole 34 in. deep in one minute 
and its maximum capacity is 1% in. 

Practically every supply salesman 
sells expansion bolts or “Rawlplugs” 
and he should keep in mind that every 
quantity user of these items is a pros- 
pect for an electric hammer. He 
may have an old hammer that is out 
of repair and need a new one. The 
salesman should not wait for the cus- 
tomer to ask for an electric ham- 
mer, but attention should be called to 
the speed with which they drill con- 
crete and masonry and the profit to 
be made by using them. If the order 
for expansion bolts is a large one, 
the hammer would probably pay for 
itself on the one job.—Electrical 
Wholesaling—July, 19237. 


Grinding Cast Iron to a 
High Finish 

It is often desirable to obtain a sur- 
face having a high polish on cast 
iron, as well as to have it sufficiently 
flat for a bearing. Under ordinary 
conditions it cannot be done, due to 
the large percentage of graphite in 
mechanical combination with the iron 
and to the porous texture of the metal 
itself. 

To grind gray-iron castings to a 
high polish, a grade J wheel has 
been found most suitable. After the 
work has been ground to within about 
0.002 in. of size, the wheel is dressed 
with a diamond and a piece of car- 
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borundum soldered to an iron shoe 
is run under it lightly, the table be- 
ing moved slowly. 

When all is ready to proceed with 
the finishing cuts, tin aprons are 
clamped to the wheel guard, their 
bottoms being about 4 in. above the 
work. The wheel is carefully low- 
ered so that when run onto the edge 
of the work a slight sparking will 
be seen. The work is lubricated with 
a mixture consisting of 8 oz. of tur- 
pentine in which 4 oz. of gum cam- 
phor has been dissolved and to which 
2 oz. of shaved beeswax has been dis- 
solved. 

The lubricant is applied a little 
at a time in front of the wheel as 
the work advances and is prevented 
from spattering over the machine 
table by the tin aprons, which col- 
lect it so that it drips down on the 
work and is used over again. Not 
more than 0.0005 in. should be re- 
moved from the work at each cut, 
and as size is approached the wheel 
should be allowed to run over the 
work several times without adjust- 
ment. 

When finished, the work is wiped 
clean with a small piece of waste wet 
with denatured or wood alcohol to 
remove the turpentine. When the 
work is dry it will reflect any ob- 
ject held near it equal to hardened 
and lapped steel. 

It is, of course, necessary that all 
the machine bearings should _ be 
snugly adjusted.—American Machin- 
ist, June, 1937. 


Sales Punch for the Catalog 


Every year hundreds of thousands 
of dollars are spent on catalogs. All 
manufacturers and wholesale dis- 
tributors who offer a long line of 
goods take great pride in_ these 
catalogs. Every two or three years 
they get out a new one. This is an 
event to celebrate. 

One wholesaler I knew in the hard- 
ware business called his catalog an 
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“encyclopedia of hardware knowl- 
edge.” He was right. It was an en- 
cyclopedia, and like all encyclopedias, 
was mainly used as a reference. 

All those who issue catalogs rather 
delude themselves, I think, with the 
old-time idea that catalogs sell goods. 
In the old horse-and-buggy days, when 
the salesman had plenty of time, he 
would sit down with his customer 
and the catalog was a real selling 
help. But now the average merchant 
thinks he is too busy to do this. He 
has a want list. Buying and selling 
are done quickly. In most cases the 
catalog is truly an encyclopedia, and 
is used by the salesman and _ the 
buyer only as a book of reference. 

I have been wondering whether, 
with the introduction of a few new 
ideas, the old line catalog could be 
doctored up so it would actually help 
in selling. If a catalog is supposed 
to be a selling medium, why isn’t it 
planned on a selling basis? We all 
know that when a buyer’s mind is on 
one line of goods, it is comparatively 
easy for the salesman to interest him 
in related items. 

Leave the good old encyclopedia 
just as it is, but somewhere in the 
center of the book let’s add a new 
section. In this section all related 
goods should be listed, and opposite 
each item, the page number where 
it can be found. When a salesman 
finds a dealer is in a hurry, instead 
of trying to persuade him to turn 
through the catalog page by page, he 
can have his prospect go over the 
list of related goods and seasonable 
goods. 

If the salesman actually has to 
get into the middle of his catalog to 
do his selling, as he turns the pages 
to and fro carrying out the above 
plan, the merchant might be at- 








PAPER MILLS—A paper industry mile- 
stone was reached with the opening of 
Union Bag & Paper Corp.'s mill at Savan- 
nah, Ga. Details of the modern construc 
tion and equipment found in this big plant 
(one of the many erected in the industry's 
current invasion of the South) are given 
in Chemical & Metallurgical Engineering, 
July, 1937. 


EXHAUST HEATS OIL—Goulds engineers 
developed an exhaust-gas heater at the 
Endicott, N. Y., dieselized water works. 
heating oil for centrifuging with B.t.u.’s 
normally wasted Details in Power, July, 
1937. 


POWER SELECTION Suggestions for 
selecting motors, controllers and mechan- 
ical power transmission equipment to 
obtain the most economical combination 
for the application. Special attention given 
to gearmotors, automatic clutches and 
belts.— Power, July, 1937. 


ANTI-EXPLOSION EQUIPMENT — The 
extensive market for explosion proof elec 
trical supplies, listing industries wher 
hazards are great and pointing the way~= 
to overcome specific dangers is treated in 
a special section of Electrical Contracting 
July, 1937 
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by other goods that are 
illustrated. 

Going back to new goods, how many 
wholesalers and their salesmen re- 
alize that when they have been per- 
adopt new lines, these 
goods are buried in their encyclo- 
pedia “mausoleum?” The new goods 
are just listed, among similar items. 
The salesman is not familiar with 
them. The retail merchant has never 
heard of them. Is it surprising that 
't is so difficult to sell new goods? 
—Saunders Norvell in Sales Manage- 
ment, July 15, 1937. 
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When Your Mailing List Gets 
Senile 


What would you do if you went to 
your mailing list and pulled out card 
after card at random, only to find 
that most of them were old, that 
many of the names had passed out 
in the great disaster (depression), 
and instead of a mailing list you 
had just a mess of old cards? 

An easy and economical way to 
check on the one point of whether 
or not the mail is reaching its des- 
tination is to send out a government 
return postcard stating that you are 
checking your mailing list and ask- 
ing that the form on the other half 
of the card be filled in and returned. 
If the cards are not delivered you 
can arrange to have them returned to 
you by the post office by paying re- 
turn postage as in the case of third 
class matter, by printing under your 
name and address on the address 
side: “Return Postage Guaranteed.” 

Checking whether names belong 
on the list at all is the hardest job. 
Send cards to salesmen and dis- 
tributors to be checked. Also ask 
them for new names. For this, a 
handy printed form will prove well 
worth its small cost. 

Telephone directories provide an 
easy and accurate means of check- 
ing. Some manufacturers have their 
salesmen send in telephone books. 
Send typewritten lists to postmasters 
in small cities with request to check 
and cross off names of firms which 
have gone out of business or people 
who have left town. While this 
service is a courtesy on the part of 
the postmasters, they are usually 
willing to check, but they are not 
allowed by the department to add 
new names. 

Here are a few possible sources for 
obtaining new names: Trade direc- 
tories; trade papers; exchange of 
prospects—some firms exchange pros- 
pects with others in non-competitive 
lines; reference books; government, 
state and local records.—C. B. 
McCuaig. The Office 
May-June, 1937. 
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Lighting of Exhibits. 
Combination mercury 
and Mazda units, both 
trough and flush types, 
provided color correc 
tion at the Ford Motor 
Co.'s display at Chi- 
cago’s "Century of 
Progress’ exhibition 





Prospects for Mercury Vapor Lighting 


1937) 
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Buffing 
The improved 
acuity of mercury vapor 
lighting reduces spoil- 
age. These glassteel 
diffusers each contain 
three Mazda lamps and 
one 400 watt mercury 


and Polishing. 


visual 


vapor unit 


High Mounting. A typ 
ical industrial installa- 
tion. Mercury vapor 
lamps (400 watt) with 
glassteel diffusers pro- 
vide high-intensity light- 
ing over each bay. In 
the center bay, high 
mounting units are in- 
stalled above crane run- 
ways 


Show Windows. Arti- 
ficial daylight is pro- 
vided in each of these 
twin windows by two 
400 watt mercury va- 
por, glassteel units re- 
cessed into the ceilings. 
They supplement 200 
watt standard show win- 
dow reflectors mounted 
on 15-inch centers 


Inspection Booth. De- 
fects in porcelain enam- 
eling are readily de- 
tected with mercury 
vapor lighting. Both 750 
and 400 watt lamps are 
installed around side 
walls, five feet above 
the floor, with reflect- 
ing shields directing 
light against walls and 
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The warrior astride 


A modern Launcelot. 
the Barnes charger at "Old Acres” is, in 


ordinary life, Evan "Pee Wee" Evans, 


Barnes’ Pacific coast man 


VERYONE in attendance took 
his turn on the program of 
the third sales conference 
held by W. O. Barnes Co., Inc., De- 
troit, manufacturer of hack saw 
and band saw blades. Meetings 
were held from June 21 to 25, in- 


clusive, at the Whittier Hotel in 
Detroit and the Barnes plant. 
Practically all phases of distri- 


bution, sales, advertising and the 
manufacture of Barnes products 
were covered in discussions by 
Barnes executives and salesmen, 
distributors and other speakers— 
and plant tours and demonstrations 
figured prominently in the week’s 
activities. 


Speakers, aside from members 
of the Barnes organization, in- 
cluded: R. Marshall, R. Marshall 


Advertising Agency, Detroit; Ben 
F. Halliday, Dunham, Carrigan & 
Hayden Co., San Francisco; Wil- 
liam C. Teare, Sterling Products 
Co., Chicago; C. D. Ambler, Alden 
Supply Co., Philadelphia; H. E. 
Torell, Syracuse Supply Co., Syra- 
cuse, New York; Edward J. Mc- 
Osker, MILL SUPPLIES; William P. 
3ridges, Buhl Sons Co., Detroit; 
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Charles H. Swett, Frank W. Swett 
and Son, Chicago; Howard Stagg, 
metallurgist, Crucible Steel Co. of 
America, and Harry G. Moock, vice- 
president, Plymouth Motor Corp., 
Detroit. 

Feature of the conference en- 
tertainment program was an out- 
ing at W. O. Barnes’ farm, “Old 
Acres,” where the conventioners 
disported themselves at softball, 
rifle shooting, horse shoe pitching 
and horseback riding, and enjoyed 
a delicious barbecue lunch. 

Guests, aside from the speakers, 
included: Waldo Congdon, Tool 
Sales Co., Detroit; C. L. Grans- 
den, C. L. Gransden and Co., De- 
troit; Fred P. Duffy and Glenn 
Pratt, Buhl Sons Co., Detroit, and 
Harry Strickland, Essex Wire Co. 

Officers and executives of the 
W. O. Barnes Company who were 
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"Soup's on" (pardon us, we mean hot 
dogs) calls W. O. Barnes to the assem- 
blage at "Old Acres," while Frank Rob- 
ling (Barnes), assistant cook, samples ona 


responsible for the successful plan- 
ning and carrying out of the con- 
ference are: W. O. Barnes, presi- 
dent; A. E. Yorseck, vice-president; 
J. H. Flavell, secretary-treasurer, 
and C. B. Cecil, sales manager and 
“master of ceremonies” throughout 
the week. The Barnes salesmen 
are: A. G. Young, F. M. Shaw, 
W. E. Gross, William Fish, Evan 
Evans, F. M. Robling, J. W. Ben- 
nett, W. T. Johnston and H. C. 
Ulrich. 
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Cliff Cecil (right) cleans up his plate, while others of the Barnes 


picknickers relax after a hearty luncheon. 


The ladies, bless ‘em, are, 


left to right—Mrs. C. B. Cecil, Mrs. W. O. Barnes and Mrs. J. H. Flavell 
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JUNE SALES spurted to 125, another peak in the history of the 50 
chart. This was achieved by substantial increases in the North 

Atlantic and Western states, while the Southern and Middle West- 

ern states registered modest gains, and Pacific Coast sales 17 ARR ETS AAA EE 
dropped about ten points from an unusually good May. Dollar 180 
value of average order fell from $20.40 to $19.15 in June, but 130 


orders per working day jumped from 94 to 107. = 
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1. Knowledge of brush materials is an aid to successful selling of 
Osborn Push Brooms. 


2. Many sweeping conditions exist. Different kinds of surfaces... 
varying from extremely rough to comparatively smooth surfaces 
... require various kinds of brush materials to meet the particula 
sweeping conditions encountered in each case. 


3. To meet all requirements satisfactorily, Osborn makes the ex. 
tensive group of Osborn Push Brooms illustrated on the next page. 
A good idea of the various kinds of brush materials used is gained 
by the following descriptions. 


4. RATTAN fibre is the coarsest and stiffest fibre in Oshom 


Push Brooms. 


5. BAMBOO fibre compares with RATTAN in its coarseness and 
stiffness but is more flexible. 


6. BASS fibre is medium coarse in texture. It ranks next to 


BAMBOO in stiffness. 


7. BASSINE fibre is not quite as coarse and stiff as BASS fibre. 
BASSINE is excellent for very wet sweeping conditions as this 
fibre softens little under continuous wet use. 


8. STEEL WIRE... either flat or round... is used in various type: } 
of Osborn Push Brooms for meeting sweeping conditions deman¢- 
ing a greater scratching or cutting action than can be obtained with | 
fibre push brooms. 


9. For conditions requiring a combination of scratching and clean 
sweeping, Osborn Push Broom No. 182 is made with a steel wire 
center (for loosening particles sticking to the surface) and a fibre 
casing (for clean sweeping of the surface). : 


10. The chart on the next page points the way to the correct selec | 
tion of Osborn Push Brooms to meet most requirements. It is evident | 
that certain sweeping conditions will require a trial of two or more 

types of Osborn Push Brooms to determine the best brush material | 
for the conditions encountered. 


11. Specifications, sizes and other details about Osborn Push | 
Brooms are available in the general Osborn Brush Catalog. Copies 
sent upon request. 


THE OSBORN MANUFACTURING COMPANY | 


5401 HAMILTON AVENUE e CLEVELAND, OHIO : 
SALES OFFICES: NEW YORK « DETROIT + CHICAGO «+ SAN FRANCISCO | 
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urfaces , 
Extra Heavy Duty such as removing scale Heavy Flat 


ieular from hot iron plates in steel mills. Steel Wire. 





Iron-Clad = 





OSBORM 


Push Brooms 
the ey. 
t page. Rough, Heavy Duty such as sweeping rough, Tempered 120-121 
gained uneven pavements, street repair work, ete. Flat Steel 122-147 


Wire 148-149 








)sborn Rough, Heavy Duty on uneven surfaces. Tempered 114-115 





Flared ends of brooms necessary to sweep Flat Steel 116-117 
close to curbing and walls... without dam- Wire 
88 and age to blocks. 


|| Rough, Coarse Heavy Duty on uneven Rattan Fibre 
ext to surfaces. Rattan fibre is the coarsest and 








stiffest for this work. 





fibre, 
thi Same Class of Work as Above excepting Bamboo 
as 18 in. se . ° me 
that greater flexibility of the fibre is re- Fibre 


quired. Bamboo meets this need. 








types 
mand. Conditions requiring a push broom with a Steel Wire 


d with steel wire center to remove sticking particles center. 





and a fibre casing for clean sweeping. Palmyra 





Fibre Casing. 
clean 





oSBore 


° ' 
] wire 


General street sweeping on comparatively African Bass 500-500 D 
a fibre smooth surfaces. Wide flare of brush ends Fibre 286D-186 


required to prevent damage to blocks. 191-497 





selec. | ) 
ident Same conditions as above excepting for re- Black — 
quirements where Black fibre is preferred Bass Fibre Oe 

to Natural color fibre. 
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Medium Sweeping and Scrubbing on com- Fine Round 
paratively smooth surfaces such as cement Steel Wire 
floors, stone floors, etc. 








Medium Sweeping on comparatively smooth Bassine 
surfaces under WET conditions. (Bassine Fibre 


fibre softens little under constant moisture.) 
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Ten YEARS AGO, THE QUEEN CITY 
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ng \a) as SUPPLY COMPANY, CINCINNATI, PURCHASED 
4< , iy THE SUPPLY DEPARTMENT OF THE LEXING- 
qs \! TON MINE AND MILL SUPPLY COMPANY IN 
yw 42% \ = J LEXINGTON AND OPENED A KENTUCKY Div- 
o74. ISION UNDER THE MANAGEMENT OF GEORGE ; 
B. LIEBEL. MR, LIEBEL NOW HEADS THE 
Yj LIEBEL SUPPLY COMPANY, LEXINGTON, 
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NEWS ITEMS 


Tre MECHANICAL SUPPLIES COMPANY, 
CINCINNATI, WAS FITTING UP FIRST FLOOR 
SPACE TO HOUSE THE CONTRACTORS’ EQUIR 
MENT WHICH HAD JUST BEEN ADDED TO 
THE LINE. 
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The SCOVEL IRON STORE COMPANY AND 
THE WATERHOUSE AND LESTER COMPANY --- 
BOTH OF SAN FRANCISO---MERGED AND TOOK 
THE NAME OF WATERHOUSE -LESTER-SCOVEL COMPANY. How THE LATE SAMUEL 














. = aol HARRIS LAID THE FOUNDATION OF 

yp SAMVEL HARRIS AND COMPANY, 

HE JOSEPH DIXON CRUCIBLE COMPANY, CHICAGO, DURING THE 1870s BY 

JERSEY CITY, WAS CELEBRATING ITS 100 ty MANUFACTURING SPEED INDICAT- 
ANNIVERSARY, ORS, GOVERNORS AND SMALL 

re) TOOLS IN THE KITCHEN OF HIS 








HOME, WAS TOLD IN AN INTER- 
ESTING ARTICLE APPEARING IN 
THE AUGUST 1927 ISSUE OF 
MILL SUPPLIES. 





DWARD P. WELLES, CHARLES 
H. BESLY AND COMPANY, CHICAGO, 
PRESIDENT OF THE NATIONAL 
SUPPLY AND MACHINERY DISTRIBUT- 
ORS’ ASSOCIATION, WAS FUNCTION- 
ING AS ACTING CHAIRMAN OF THE . 
MILL SUPPLY COUNCIL, CREATED BY 
THE THREE ASSOCIATIONS DURING — 
THE “NORONIC” CONVENTION. : 











Unver THE DIRECTION OF SUPERINTEN- 
DENT M. T. GOSSETT A MOST SATISFACTORY 
“SIDE LINE” BUSINESS WAS BEING DONE BY 
THE REFRIGERATOR DEPARTMENT OF THE f& iy 
NASHVILLE MACHINE AND SUPPLY COMPANY. MAGK 
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"DOC" COLEMAN TOLD THE TRUTH 
WHEN HE WAXED POETIC 
AND SAID— 


“To old Nassau I had to go to thread some pipe today, 
The sun was fine, the air was wine but I hastened on my way, 
The plumber’s boy looked on with joy at the work I did with ease, 
Oh boy, it sure is grand, if I did that by hand, I'd be baggy at the knees.” 


Copyrighted by Don Coleman. 


Don “Doc” Coleman is not only a poet but is also one of the “TOLEDO” corps of courteous, 
efhcient sales representatives, and is ever ready to serve our distributors in the Middle Atlantic states. 
“Doc” shoots golf in the 90's, bowls 200, smokes black El Versos and knows how “TOLEDO’S” can 
solve piping problems. There’s a “TOLEDO” salesman in your territory, ready to serve you. 


THE TOLEDO PIPE THREADING MACHINE CO. 


TOLEDO, OHIO NEW YORK OFFICE, 72 LAFAYETTE ST. 


"TORRDS 


A GOOD PIPE TOOL 
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Chandler & Farquher 
Increase Store Space 







































































The storeroom and basement a. | 
joining their present Devonshire St, 
location have been leased by Chand- 
ler & Farquher, Boston distributors, 
according to H. B. Braude, president 
of the firm. This additional space 
will provide the company with 20,000 
square feet of floor, an expansion 
made necessary by recent gains in 
business volume. 


— 


Strikes Ebb, Steel 
Approaches Stability 


Industrial distributors, as well as 
all others engaged in business, breath- 
ed with relief late last month as 
it became apparent that the steel 
strikes, which had raged for some 
six weeks and seriously crippled pro- 
duction among some of the _ inde- 
pendent plants, were beginning to 
be cancelled through satisfactory 
settlement. 

With the conclusion of strike inter- 
ruptions, production costs are level- 





Osborn Brush exhibit at the Great Lakes exposition 
Cleveland. The little man in the center is ‘Moses 
Cleaveland' who narrates the story of the part 
Osborn brushes and moulding machines play in our 
daily lives. Each picture lights up as it is described 


More than 100 plant executives and sales representa- 
tives of Buford Bros., Nashville, attended the banquet 
which was part of the industrial rubber goods exhibit 
staged by Manhattan Rubber 


The far-flung Hajoca distributing organization be- 
comes an outlet for M. W. Kellog refractories and 
here 35 key salesmen of Hajoca are gathered to dine 
and absorb sales training from W. H. Gaylord of 
Kellog, E. J. Ball, vice-president of Hajoca and his 
assistant, R. F. Studley 





— 


ing off and steel prices are expected 
to become stabilized, with a contin- 
ually growing output being evidenced. 
Although the C.I.O.’s clash with the | 
steel industry definitely caused 
trouble and wrinkled the brow of 
many a steel consumer, the industry's 
production record for the first half 
of 1937 presents a startling picture. 

Even with the output greatly cur- 
tailed at the time of the strikes, 
production was 35 per cent greater 
than last year’s first six months’ pe- 
riod and almost topped the all-time 
record established in 1929. 

Sporadic outbursts still indicate 
that the strike bogey has not van- 
ished completely and all at once, but 
observers are generally agreed that 
the painful periods of June and July 
represented the worst of the strike 
plague, and that the eventual restora- 
tion of full labor harmony is now 
being worked out. 
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a 
: Iwas just told you were 
given a nice, profitable 


transmission belt order. 











{ What is your company 








L handling 7? 

















Ask about the HEWITTprolit franchise. HEWITT RUBBER CORPORATION, Buffalo, N.Y. 


HOSE © CONVEYOR AND TRANSMISSION 
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PACKING 
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Mill Supply Men At- 
tend Credit Convention 


An interesting meeting of the Ma- 


| chinery, Machinists and Manufac- 


turers Supplies Trade Group was one 
of the features of the recent 42nd 
Annual Convention and Seventh 
Credit Congress of Industry of the 
National Association of Credit Men 
in Chicago. 

Oscar Iber, Chicago distributor, 
who for some time has been keenly 
interested in credit association activ- 


OSCAR IBER 


| ities and one of the leading spirits in 
| this trade group, was reelected chair- 
| man of the group and was also chosen 


“Exalted Super Zeb” of Chicago of 


| the Royal Order of Zebras, a national 


order affiliated with the National 
Association of Credit Men. 

Mr. Iber called the meeting of his 
group to order. Charles Herzog, 
Fairbanks, Morse & Co., conducted 


| the program. Mr. Herzog was re- 
| elected vice-chairman of the group. 
| 


G. P. Horn, secretary-manager of 


| the Omaha Association of Credit Men, 
and a member of the National Credit 
| Methods and Practices Committee, 


which supervises credit interchange 


operations, addressed the group on 
the subject, “The Scientific Inter- 


change of Ledger Experiences.” 
Henry Haarz of Charles H. Besley 
& Co., Chicago, traced the develop- 
ment of the supply group over a 
period of fifteen years, and reported 


that there are now 55 active members. 


The Chicago group then presented 


| “A Trade Group in Action,” with 
| E. W. Buck of the Western Foundry 


Co., acting as chairman: and G. FE. 


| Swanson, Henry Disston & Sons Co., 


acting as secretary in the absence of 
William J. Siddall, Brown and Sharpe 


| Manufacturing Co., who was unable 
| to be present because of other con- 
| vention duties. 


New Line Added 
Produets of the New York Rubber 


| Co., N. Y., are now being handled 


as an additional line by Mill & Mine 


| Supply, Inc., of Seattle, Wash. 





A SPANKING breeze of acceptance by belt users every- 
where—and Colonel Clipper sails ahead! The Neu 


Geared with the new Reinforcing Strip his speedy racer 


leads by a wider margin than ever. REINFORCING 


With three out of four mills, factories and shops now 
using Clipper Belt Lacers and Clipper Belt Lacing Hooks, 
jobbers are making substantial annual profits on Clipper’s 
fast turning, low-inventory line. 


So climb aboard with Colonel Clipper. Take the right 
tack to greater profits with the new Reinforcing Strip. 


Push this new customer-winning feature! 


. ‘“ ‘ . ; Clipper leader- 
Remember that just as the new Reinforcing Strip pro- hip did not just 
tects the card of hooks, Clipper selling policies protect the fromyears of sound 
jobber, and Clipper advertising makes selling easy sailing! icles always pro. 
tecting the jobber 


CLIPPER BELT LACER CO., Grand Rapids, Mich., U.S.A. anyh yy AK 


advertising. 
—_ = 
ec -« ¢ § EXD BA Ct eee 
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Dates Announced for 
1938 Triple Convention 


Dates for the annual Triple Mill 
Supply convention, as agreed upon by 
executives of the three participating 
associations—National Supply and 
Machinery Distributors association, 
Southern Supply and Machinery Dis- 
tributors association, and American 
Supply and Machinery Manufacturers 
association—have been announced for 
Monday, Tuesday and Wednesday, 
May 9, 10 and 11, 1938. The conven- 
tion, as was previously agreed upon, 
will be held at the William Penn hotel 
in Pittsburgh. 

Ample accomodations will 
available to those desiring to at- 
tend, but association officials urge 
that reservations be made early in 
order to secure 


be 


satisfactory rooms. 


Johnston Co. Guest 
of Manufacturers 


Simonds Saw & Steel Co. will give 
a dinner to the entire sales staff of 
the Wm. T. Johnston Co., Cincinnati, 
in early September. Sales methods 
and the coming fall business will be 
discussed. 


Mary Wesley, Dumore steno hands Assistant Sales 
Manager Lester LaMack an order from M. N. Thacka- 
berry, Los Angeles (Dumore distributor) that was 
“interrupted for six months—a participant in the 
plane crash near Salt Lake City Dec. 15. The envelop 
and order it contained are seen in lower picture 

















They're good at sports, too. Here's the softball team that represents the Great 


Lakes Corp., Chicago 


—And here's another Chicago softball team that carries a distributor's name. 
These boys represent the Jas. P. Marsh Corp., are called the Marsh Specialists, 
and play in the Hamlin Park industrial league 








WHY CREDIT MEN GROW HORNS 













4 MES, SiR! HE'S THE LEAD 
ING MERCHANT IN THE 
“OWN . GOT THE FINEST 
A LOCATION ON THE BuSsiEST F! 
STREET. CLEAN STOCI< - 
GOOD FIXTURES .HE’s 

BEEN DOING BUSINESS 4 
THERE GOYEARS AND 5 
WOULDN'T TRUST HIS 
OWN FATHER. AND 
HELL DISCOUNT 
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USTENING D THE SALES - 
MAN “RNING TO.GET A 
FIRST ORDER. By “HE 
CREDIT MANAGER: 
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CREDITORS WILL 
BE HIS PALL - 
BEARERS. EYL 
CARRN HIM TO 
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OTHER WORTHINGTON PRODUCTS 


ee Fi 


ete . " 
AIR CONDITIONING "€ ulic and mechanical 
EQUIPMENT 


REFRIGERATION AND 
ICE PLANT EQUIPMENT ufacturing standards 
AIR AND GAS COMPRESSORS 
DIESEL ENGINES adth of experience 
GAS ENGINES vas 
STEAM TURBINES 25 aa RESULT. -- remark- 
STEAM CONDENSERS é sow a wok db : 
STEAM-JET EJECTORS Ee ae ee rfo ) reporte y users in 
FEEDWATER HEATERS Te is Ree NTE ie 
PUMPING EQUIPMENT 
V-BELT DRIVES 


LIQUID METERS , é J 
ROCK DRILLING EQUIPMENT @ Descriptive literature available for a 


CONTRACTORS AIR TOOLS wide range of types and applications 


WORTHINGTON PUMP AND MACHINERY CORPORATION 


General Offices: HARRISON, NEW JERSEY «© Branch Offices and Representatives in Principal Cities throughout the World 
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Make More Money On 


DIETZ 
STREAMLINE 
LANTERNS 


You know Dietz "Monarch" and 
“Little Wizard" Lanterns have always 
been the finest lanterns available to 


contractors. 


Yet in the new Streamline Models such 
features as the non-tip bread base, 
improved pivoted bail, high efficiency 
burner, and wind and storm spilling 
curves of the frame add values that 
make these lanterns more desirable 
and necessary than ever—more easily 
volume — more 


salable in greater 
profitable to sell. 





R.E. DIETZ CONIPANY 


NEW YORK 


MAKERS OF LANTERNS FOR THE WORLD. 
Founded 1840. 





Cease and Desist Order 
Issued by FTC on Biddle 


In one of the first two “cease and 
desist” orders ever issued under the 
Robinson-Patman Act, the Biddle Pur- 
chasing Co. of New York last month 
was ordered by the Federal Trade 
Commission to abandon its practice of 
diverting brokerage commissions to 
its customers. 

As a large buyer of iron and steel, 
hardware, plumbing, electrical and 
mill supplies, Biddle serves a con- 
siderable number of industrial dis- 
tributors with its regular _ price 
service, as well as operating as a 
buying agency. 

Informed circles regard the FTC 
order against Biddle somewhat as a 
test case, to be determined by a higher 
court. In fact, Biddle is already 
planning to carry the case to the 
U. S. Circuit Court of Appeals. 

In announcing the appeal, H. W. 
Beals, secretary of the firm, said: 
“This holds the matter in status quo 
until) the Court has either affirmed 
the order or set it aside. If, as we 
expect, the order is set aside by the 
U. S. Circuit Court of Appeals, sub- 
ject only to a possible review by the 
U. S. Supreme Court, the present or- 
der of the Federal Trade Commission 
will be nullified. Should a decree 
affirming the order be entered, it will 
not be retroactive; its operation will 
be effective only subsequent to the 
entry of said decree and possible final 
adjudication by the U. S. Supreme 
Court.” 

The FTC’s decision against Biddle 
was not unexpected. The brokerage 
clause (section 2 C) of the Robin- 
son-Patman Act needs clarification 
by the courts, and the Biddle case 
will undoubtedly throw additional 
light on it. The “cease and desist” 
order was also entered against six 
buyers and seven sellers who use 
the Biddle services. 

The FTC asserts that the broker- 
age clause, which prohibits the pay- 
ment of any commission “except for 
services rendered in connection with 
the sale” to any buyer, is violated by 
the Biddle company. 

The point around which the whole 
case revolves is that “exception” in 
favor of services rendered. Commis- 
sion attorneys argue that since any 
intermediary can demonstrate with 
some show of justification that he is 
rendering a service to the seller, a 
literal construction of the clause 
would except buyers themselves and 
thus lead to the absurdity that in 
purchasing goods a buyer can render 
a service to the seller. 

The Biddle Co. disputes the evi- 
dences of legislative intent cited by 
the commission. Furthermore, it con- 
tends that at common law an inter- 
mediary is entitled to collect a com- 
mission from both buyer and seller 
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(1) if that fact is known to both 
parties and (2) if, after entering the 
negotiation at the behest of the seller, 
the intermediary lacks discretion to 
fix the price. 


Brandenburg Representative 
for Monarch Tools 


Stanley Brandenburg was recently 
appointed New England representa- 
tive for the Monarch Machine Tool 
Co., of Sidney, Ohio. His offices are 


located in Hartford, Conn. Before 
his appointment, Mr. Brandenburg 


had spent a number of years in the 
Monarch Chicago office, as well as 
some years in various engineering 
capacities at the factory at Sidney, 
O. He spent the three months before 
his New England appointment, in 
Europe, where he contacted many 
well-known industrial firms. 

Recently the Monarch New York 
office moved to Newark, N. J. L. Can- 
non and J. W. Dunn continue in 
charge of this office. A direct fac- 
tory office has been opened at 3115 
N. Meridian St., Indianapolis, Ind. 
H. W. Robinson who has been with 
Monarch for twelve years, will be 
in charge of this office and will serv- 
ice the Indiana territory. 

A new bay to the Monarch plant 
at Sidney, O., was recently com- 
pleted, adding 18,000 sq. ft. to the 
productive capacity, making a total 
of 100,000 sq. ft. now available. 


Gove in New Office 
E. J. Gove has 


been placed in 


charge of a new Cutler-Hammer office, 
1106 Central Tower, Youngstown, 0. 
been 


Mr. Grove has located in 


E. J. GOVE 


Youngstown for a number of years 
and the new office will give him head- 
quarter facilities and provide bette: 
service for the company’s customers 
in the Youngstown area. 
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ecg never refuse the hard jobs,” and that’s one of the reasons 


why many industrial file buyers refuse to buy anything but 


Nicholson, Black Diamond or McCaffrey Files... advertised every month 


of the year in an outstanding list of industrial consumer magazines. 


—————————— 
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One expects transmission equipment to be statically 
balanced, but Allis-Chalmers has now made, com- 
mercially available, a Texrope Sheave with the finest 
Dynamic Balance, for applications that require com- 
plete lack of vibration at all speeds. Not all applica- 
tions require this extreme precision, but Allis-Chalmers 
has made it available for those that do, and the engi- 
neering ability capable of producing the Allis- 
Chalmers Dynamically Balanced Texrope Sheave is 
inherent in all Texrope equipment. e Allis-Chalmers 
engineers conceived and developed the multiple V-Belt 
principle, the Duro-Brace Texrope Sheave, Vari-Pitch 
Texrope Sheave, and now offer a new high standard 
in Dynamically Balanced Sheaves for Texrope V-Belt 
Drives. If you want the finest and the most 
advanced multiple V-Belt transmission 
equipment, for every application, you 


want Allis-Chalmers Texrope Drives. 


Write for Vari-Pitch Bulletin 
No. 1261 


Belts by Goodrich 
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Frank Lovett (center) of American Saw & 
Mfg. Co., drops in on Brierly, Lombard 
Worcester, Mass., distributors and poses 
with Walter Weston, manager and Betram 
Durell, treasurer, of the B-L firm. Mr. Wes- 
ton, despite his youthful appearance, has 
served 55 years in the hardware and supply 
business. “And | still find it interesting,” 
he declares 


Templeton Co.'s History 
Featured in Newspaper 


The life story of Charles A. Tem- 
pleton and the history of the mill 
supply company that bears his name 
was recently featured in the Water- 
bury (Conn.) Republican-American. 
Accompanying the story was a group 
photograph of 40 employees of the 
firm. 

This firm has handled mill supplies 
for over 35 years and reports pres- 
ent business conditions are exception- 
ally fine. Mr. Templeton, who is 
president, says, “We have our own 
business on Templetons Corner and 
laid out all on one floor, with approxi- 
mately 35,000 square feet of floor 
space. We have a system of free out- 
of-town service to most of the sur- 
rounding towns, and also a teletype 
system.” 

Mr. Templeton, who came to Water- 
bury 47 years ago, made his start as 
a bookkeeper in a hardware store. 
He progressed in a short while to 
head the concern, changing its 
name, and in the 35 years that the 


company has been operating, it has | 


been one of the leaders in the Nauga- 
tuck valley. 


E. D. Graff Now Head 
of Joseph T. Ryerson & Son 
Everett D. Graff, first vice-presi- 
dent of Joseph T. Ryerson & Son, 
Chicago, was recently elected presi- 
dent of the company. He has been 
with the firm since 1906. W. F. 
Kurfess and V. H. Dietrich, both 
formerly assistant vice-presidents, 
were named vice-presidents and Ainsle 
Y. Sawyer, formerly assistant vice- 
president was made assistant to the 
president. The Ryerson Co. is mer- 
chandising subsidiary of the Inland 
Steel Co. 


GAAUALA A 
BETTER PLANT.. 


4:0] 0] 0] Gl ee 
PROFIT.... 
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Model 246 (illustrated above) 
is an outstanding electric gun for 
general service. It is a compact, 
portable unit, and has a grease 
tank capacity of 25 lbs. Furnish- 
ed complete with a 7 ft. hose and 
control valve with nozzles for 
KLEENSEAL, hydraulic, Zerk, 
and pin type fittings. 


A few of the many types of hand operated Lincoln * Lincoln KLEENSEAL and Button Head Fittings in 


Grease Guns are shown above. The complete line is 


all types and sizes are available for replacement and 
shown in Catalog No. 60. 


modernization needs. 


LINCOLN ENGINEERING COMPANY 


PIONEER BUILDERS OF LUBRICATING EQUIPMENT 
GENERAL OFFICES, ST. LOUIS, MO. FACTORIES: ST. LOWIS, MO., DETROIT, MICH. 
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ARMSTRONG 


‘*.. . pick them up as needed from 
your Industrial Supply Distributor’ 


Everyday thousands of tool buyers are told in ARMSTRONG 
advertisements to buy their ARMSTRONG TOOL HOLDERS 
from their regular industrial supply distributor. Everyday hun- 
dreds of plants and shops are adding new sizes and new types 
of ARMSTRONG TOOL HOLDERS to their Armstrong 
Systems — for ARMSTRONG international advertising and 
ARMSTRONG factory representation in every industrial market 
of the world, are showing your customers how to cut cutting 
costs the ARMSTRONG way on lathes, planers, slotters and 
shapers. 
From a single Turning Tool. ARMSTRONG TOOL HOLDERS 
| have grown into a complete System of Tool 
Holders comprising over 100 sizes and 
shapes. From a few machine — shops, 






es --- + ee oe 








ARMSTRONG TOOL HOLDERS have spread over the entire 
world. Today they are used in over 969% of the machine shops 
and tool rooms ——- have become the standard cutting tools. And 
all have been sold through Industrial Supply Distributors. 


Tool buyers insist on ARMSTRONG TOOL HOLDERS and 
buy them where they are stocked. That is why the first 
requirement to a profitable tool department is an ample stock 
of ARMSTRONG TOOL HOLDERS. That is why tool sales 
can always be stimulated by talking, displaying and showing 
ARMSTRONG TOOL HOLDERS. Keep them ; 

in your windows and out on your counters. 

Keep your salesmen plugging “ARMSTRONG ARMSTRONG 

Howse 4 

—& 






TOOL HOLDERS” and PROFIT. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
305 N. Francisco Ave., CHICAGO, U.S.A. 


Eastern Warehouse and Sales: 199 Lafayette St., New York, N. Y. 
SAN FRANCISCO LONDON 






3 ARMSTRONG TOOL HOLDERS Are Used in Over 96% of the Machine Shops and Tool Roon 
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PLANT SHOTS THAT 


1. Rescue job on the Washington Monu. 
ment: Portable electric saw with a disk 
grinding wheel cuts away stone between 
blocks in order to seal these with mortar and 
keep out water. (The lower portion of this 
edifice, built without mortar, with perfectly 
fitted stones, ran into trouble when rain 
seeped between the blocks and froze, causing 
serious cracks to develop.) 2. Smart pneu- 
matic tires help this arc-welder achieve 
quiet, easy operation—and they're easy on 
floors, too. Hospitals, hotels and ceramic 
plants are especially good prospects for 
pneumatics. 3. If the customer winces at 
original cost on ball-bearing pillow blocks, 
show him this one that has been in service 
for seven years at the Janney Cylinder Co., 
Philadelphia. No sit-down striker or share- 
the-work advocate, this equipment has never 
been shut down more than 30 hours in any 
one year. Furthermore, it is operating under 
rather dirty conditions and is exposed to 
zinc-oxide fumes. 4. Formerly scale was re- 
moved from this boiler by hand with ham- 
mer and chisel—and it took 60 hours. Now 
a sturdy electric hammer does the same job 
in a mere 20 hours, and, moreover, does it 
much better. 5. To finish difficult curves on 
a steel drop-hammer die, the die sinker finds 
a rotary file an invaluable tool. 6. Laun- 
dries are excellent customers of the dis- 
tributor. For example, drink in the sales 
potentials on transmission equipment seen 

‘ ~ here in the room where your shirts are 

vs NAAARARAD washed. 7. The carpenter's tedious job of 

Wii , : cutting a mortise for a door lock is now 

ii : done in one minute flat by the electric lock 
mortiser shown here. It will cut identical 
mortises at the rate of 45 per hour. Build- 
ing contractors will sit up and listen when 
you tell them this tool will pay for itself in 
a single day 


. 
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SANDING 
GRINDING 
SURFACING 





HE new Black & Decker Portable Electric 
Surfacer is designed and powered to handle the 





most severe types of sanding, grinding, planing, 
gouging and rubbing operations involved in 
production, maintenance and construction work. 
All gears, housings, bearings and other parts are 
ruggedly built to stand heavy loads and rough 
handling. Powered by a specially built Universal 
Motor, with high power-to-weight factor, for 
use on Standard A. C. or D. C. current. 





Black & Decker also manufactures heavy 
duty High Cycle Surfacing Tools for use on 180 
cycle, 3-phase Alternating Current. Write for 
details and catalog of Black & Decker Tools. 
The Black & Decker Mfg. Co., 735 


Pennsylvania Avenue, Towson, Md. ¥ 








World’s Largest Manufacturer of “mem 


PORTABLE ELECTRIC TOOLS 
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JONES-TIMKEN PILLOW BI 


Shatt size 


ONES roller bearing pillow blocks and bearing 

units are built to solve those tough drive prob- 
lems where stamina and the ability to “take it” are 
mighty important. And in your sales work with indus- 
trial organizations, Stamina, Incorporated, means 
repeat business and more profits. 

One look at these bearings will convince you that 
they belong to the Jones drive family. They have 
that sturdy look and years of maintenance records 
have proved how they stand up to the job. 

These bearing units are practical . . . double row 
Timken roller bearings are locked firmly to the shaft 
by means of a tapered split steel adaptor and clamp 
nut... an effective seal retains lubricant and pre- 
vents the admission of dust and foreign matter... 
they are easily removed from the shaft. 

The Jones organization will be pleased to give you 
complete details showing range of sizes built, dimen- 
sions, construction specifications and prices. Just ask 
for Bulletin No. 56. 


W. A. JONES FOUNDRY & MACHINE CO. 
_ 4411 Roosevelt Road, Chicago, lilinois 


Since 1490 


REDUCERS 


CUT AND MOLDED TOOTH GEARS—V-BELT SHEAVES 


ANTI-FRICTION PILLOW BLOCKS—PULLEYS 


FRICTION CLUTCHES AND TRANSMISSION APPLIANCES 
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Here's the current standing of Reichle Supply 
Co.'s (Saginaw, Mich.) truck fleet. That 
beauty on the right is the latest addition, a 
new two-ton cab-over-engine type 
Theo. C. Ulmer to Stage 
Industrial Show, Sept. 15 

To demonstrate the service it offers 
to local industrial plants, the Theo- 
dore C. Ulmer Co. of Philadelphia 
will put on an Industrial Show, Sept. 
15 to 17, in an exhibition hall near 
the Ulmer headquarters. About 60 
manufacturers will participate, ac- 
cording to George Knapp, sales man- 
ager, who is in charge of the affair. 


Carlisle Hardware to Occupy 
New Offices in September 


“Temporarily operating out of one 
of its ten branch offices, the Carlisle 
Hardware Co. of Springfield, Mass., 
is rebuilding its main building at 1648 
Main St., which was completely de- 
stroyed by a $400,000 fire on March 
14, 

According to Jacob’ Triblehorn, 
manager of the mill supply depart- 
ment, the new building will be one of 
the most modern establishments in 
New England, with a five-story build- 
ing facing on Main St. for the retail 
store and offices, and a seven-story 
warehouse in the rear. 

The mill supply department will 
be located on the first floor of the rear 
building, Mr. Triblehorn says, where 
it will have no interference from the 
retail hardware end of the business. 
The new building is expected to be 
finished in August, in time for a 
grand opening about the second week 
in September. 





The day was hot, but Carl Hedner, sales 
manager of Yale & Towne's hoist division, 
peeled off his coat and plowed into his work 
anyway—not even bothering to duck when 
the MILL SUPPLIES cameraman drew a 
bead on him 














RIVETS 


Rivet manufacture by Bethlehem has 

a background of three types of ex- 

perience. Experience in manufacture— 

Bethlehem developed the steel rivet. 

Experience in use—Bethlehem, as the 

world’s largest steel construction com- 

pany, is a large user of rivets. Experi- 

ence in supplying the special plates 

and other structural materials, in con- 

} pa nection with which special rivets are 

j Ng - often used to meet unusual conditions. 
i ts 
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BETHLEHEM STEEL COMPANY 
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PRESSURE Vers 
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Pressure vs. Packing ... A powerful caption that 





is carrying the BELMONT story right into the offices 
of 100,000 packing buyers this month, via leading 
trade publications. A story telling how lost pressure 


means lost profits—and how BELMONT packings can 


save those profits . 


BELMONT No. 9 


Special Hydraulic 
Packing 

Made of Long Line 

best quality Flax 

stitched with strong 

linen thread into a 

moulded rubber 

and duck channel. The double com- 

bination of casing and flax makes 

two packings in one against the 

wearing surface. Supplied lubricated 

and graphited unless otherwise 

ordered, in + on space sizes 
from 4" upw 


BELMONT No. 319 
Hollow Center Packings 
Made of finest quality closely woven 
rubber frictioned duck, wrapped 
on itself and moulded to size. 
The hollow center offers 
a point of least re- 
sistance, compensa- 
ting for changes in 
expansion and con- 
traction. oe 
insizes \,'‘andover; 
lubricated and 
graphited unless 
otherwise specified. 


The Belmont Folders po vee 
i> the in 
pete 








.. A story that is helping you 
sell BELMONT packings before you 


even leave your desk! 


And advertising isn’t the only way in 
which BELMONT backs their distribu- 
tors! The No. 33 catalogue is a potent 
sales factor in itself—illustrating the en- 
tire BELMONT line, with recommenda- 
tions for every type of service . . . The 
BELMONT sample _ kit—which you 
should never be without—puts you in 
the position to not only talk BELMONT 
quality, but to show it as well . . . The 
BELMONT folders, each devoted to a 


specific service, will save both yours 


there’s the BELMONT name, carrying 
with it buyer acceptance instilled by a 
half century of honest merchandising. 
No wonder Belmont Packings are so 
easy to sell! 

still 


Some choice territories 


Write today. 


are open. 


There’s a Belmont Packing for Every Service 


Packings 


The Belmont Packing & Rubber Co. 
Butler and Sepviva Sts., Philadelphia, Pa. 
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Harris "Gang" Relaxes at 
“Whatyoumaycallit" 


Forget dull care was the order 
of the day when executives and sales- 
men of Samuel Harris & Co., Chicago, 
manufacturers’ men and a few in- 
vited guests got together for their 





At the Harris “Whatyoumaycallit." "She 
broke right here when | cracked that long 
one," wails Ira Hartnett (Acme Paint) to 
"Hank" Watson (Alexander Bros.), left, and 
Sam Clark (Harris) 


annual “Whatyoumaycallit,” Tuesday, 
July 20. About 50, in all, were on 
hand. 

Mission Hills Country Club wags 
the scene of this year’s frolic, which 
included 18 holes of golf, a hotly 
contested softball game _ between 





Scene at the Harris outing near Chicago. 
Andy Fowler (Harris) tosses a coin to deter- 
mine honors for one of the star foursomes: 


Burt Ingwersen, Gordon Clark (Harris), 
Waydown" Low (Wright Hoist) and Fred 
Beard (Beard Roofing) 


teams morally supported by Gordon 
and Sam Clark, and a sumptuous 
dinner. 

Art Bell, Behr-Manning, was the 
day’s hot shot golfer with a low 
gross of 78. High honors for the 
“common peepul’s” event—the blind 
bogey—went to W. J. Parish (Curtis 
Pneumatic Machinery Co.), and “Pat” 
Mooney (Simonds Saw & Steel Co.). 
J. A. Freeman (Armstrong Brothers) 
won first place in a special blind bogey 
staged by course officials. However, 
before the awarding of prizes for 
this and that and the other thing, in- 
cluding door prizes had been com- 
pleted, nearly everyone was rewarded. 
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SAVES TIME ¢« SAVES TROUBLE « SAVES MONEY 


STARRETT 


GROUND FLAT STOCK 











TEST TOOLS PARALLELS TEST GAUGES 
DIE WORK MACHINE PARTS SNAP GAUGES 
JIG PARTS SHIMS TEMPLATES 
FIXTURES PUNCH DIES CUTTERS 

















Are your customers wasting time hunting up stock and grinding it to 
size for these special tools and parts? Show them how they can plug this 
source of waste with Starrett Ground Flat Stock. Made of first quality 
tool steel, cut lengthwise from the sheet, ground to within .001” of size and 
annealed for easy machining. Starrett Ground Flat Stock No. 495 comes in 
18-inch lengths in a complete range of widths and thicknesses. Revised 
Starrett Catalog No. 25EG lists all sizes and prices. Do you need copies? 


THE L. S. STARRETT CO., ATHOL, MASS., U.S.A. 


World’s Greatest Toolmakers—Manufacturers of Hacksaws Unexcelled—Steel Tapes, Standard for Accuracy 
Dial Indicators for Every Requirement 


PRECESION: SHOPS EQUIPMERE 
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MILWAUKEE INDUSTRIAL BRUSHES 





It’s the VOLUME of 


business that counts! 


Milwaukee's line of industrial brushes and brooms is complete. 
Every plant in every territory is a logical prospect for new and 


— orders. Result—a steady volume of business at an assured 
profit. 


The distributor carrying the Milwaukee line is able to meet every 
conceivable brush and broom requirement in his territory, for 
Milwaukee manufactures bristle, wire, and fibre hand and power 


sega standard and special types—a brush for every applica- 
ion. 


Brushes are used in all industries all year round. The distributor 
with a complete line is thus assured a steady volume of business. 
This is especially true of Milwaukee distributors, for Milwaukee 
quality standards and long life bring in repeat orders. 


And remember—this steady volume of business comes in at an 
attractive profit, for the Milwaukee sales policy is designed to 
make satisfactory margins possible. 


Let us help you analyze your brush market. 





@- @- 


STYLE A—ROUND WIRE STYLE B—ROUND WIRE 


“- ap- 


STYLE M—FLAT WIRE (Oval) 
FLUE BRUSHES 


a > 


Engineers’ Favorite 











STYLE W—ROUND WIRE 


Combination Brush and Scraper 


The Fall Season means increased 
sales of Flue Brushes and Scrap- 
ers — better check your stock 






THE MILWAUKEE BRUSH MANUFACTURING CO. 
2212-2236 North 30th Street MILWAUKEE, WISCONSIN 


INDUSTRIAL BRUSHES AND BROOMS OF QUALITY 
FOR PRODUCTION AND MAINTENANCE REQUIREMENTS 


i EE 
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Caterpillar Changes 
Sales Set-up 


E. R. Galvin, general sales man- 
ager of Caterpillar Tractor Co., 
Peoria, Ill., has just announced three 
sales department changes, to be effec- 
tive at once. Paul Weeks, who was 
manager of the Washington, D. C., 
office of Caterpillar Tractor Co., un- 
til his transfer to the Peoria offices 
about two years ago, returns to the 
capital post, relieving E. B. English, 
who as a newcomer to Peoria will 
become manager of federal and state 
sales. 

H. H. Howard, who has been in 
the employ of the company since 
1926 in export and domestic sales 
capacities, has been appointed man- 
ager of the engine sales division. 


Leighton Completes 
7,750 Mile Motor Trip 


E. I. Leighton, of the Leighton Sup- 
ply Co., Fort Dodge, Iowa, his wife, 
and several friends recently returned 
from a 7,750 mile motor trip through 
the western states. The 46-day tour 
starting at Fort Dodge covered many 
unusual points of interest and scenic 
beauty. A few of the places visited 
en route include Hot Springs, Yel- 
lowstone National Park, Salt Lake 
City, Crater Lake, Long Beach and 
Boulder Dam. 

At the conclusion of the trip, Mr. 
Leighton prepared a 10-page mimeo- 
graphed report of the tour, includ- 
ing a map with his route outlined. 
This report was mailed to numerous 
friends and some members of the mill 
supply industry. 





“Let's look it over," says N. L. Pearson, left. 
sales manager of the equipment division of 
All Steel Equipment Co., Inc., Aurora, Ill. 
to B. G. Wylie, assistant general sales man- 
ager of the firm. And so they go to work 
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Products that win 


full confidence 





“FEATHERW EIGHT 






bao MAGNESIA 


85% Magnesia insulation is rec- 
ognized as one of the most efficient 
heat insulators ever developed. In 
addition, it is also one of the most 
durable and adaptable. It is unim- 
paired by floods, water-leakage or 
steam. For temperatures up to 
600°F. no other insulator can offer 
more lasting economy. 

K & M “Featherweight” 85% Mag- 
nesia comes in sections as pipe in- 
sulation, as well as in sheets and 





blocks. Like all K & M products, it 
offers durability, uniformity, and 
physical properties that assure com- 
plete satisfaction. Backed by more 
than 60 years’ experience in the de- 
velopment of asbestos and mag- 
nesia materials of all kinds, plus 
the most rigid quality-control. The 
K & M line is complete, priced right, 
and sold by the right people... 
sold only through established chan- 


nels of distribution. 


Send for information 


Asbestos Gaskets and Packings © Asbestos Pipe Insulation in sections * Asbestos Insulation 
in sheets and blocks © Asbestos Insulating Cements © “Featherweight” 85% Magnesia 
Pipe Insulation, Blocks, and Lagging © Refractory Cements, dry and plastic © Asbestos 
Paper and Mill Board. 


Underline the products on which you want full information and mail this coupon today. 








Name of Firm 


Address 4-8 





selected KEASBEY& MATTISONSOWANY 
best iniasbeste AMBLER, PENNA, 
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Vakch fulness 


INTENT and alert, skilled workmen at the Plymouth 
Cordage Company’s plant keep constant vigil at their 
machines. For men’s thinking, based on experience and 
knowledge, is essential to every phase of quality-control 
in the making of Plymouth Ship Brand Manila Rope. 

The machine in the picture is forming the strands— 
“hauling” uniform, high quality yarns and spiralling them 
into a smooth, round strand. The keynote of this operation 
is uniformity. Under the watchful eye of the operator, the 
capstans of this machine maintain constant the degree of 
twist put into the strand. 

Uniformity —in quality, construction and strength—is 
one reason why Industry depends on Plymouth Manila Rope 
for safety and economical service in countless daily uses. 


PLYMOUTH CORDAGE COMPANY 


NORTH PLYMOUTH, MASS. and WELLAND, CANADA 
Sales Branches: New York, Boston, Baltimore, Philadelphia, 
Chicago, Cleveland, New Orleans, San Francisco 
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Here's the reception room of the “finest 
offices in Boston"—new home of the lamp 
sales executives of Hygrade Sylvania, Miss 
O'Brien, receptionist, in the foreground 


Frank Disston 
Dies at Age of 58 


Frank Disston, first vice-president 
of Henry Disston & Sons, Inc., Phila- 
deiphia, died at his home on Fair- 
view Rd., St. David’s, Pa., Sunday 
morning, July 4th, after an illness of 
about a month. 

Mr. Disston was a grandson of 
Henry Disston, founder of the saw 
and tool business bearing his name. 
He was educated at the Penn Char- 
ter School and the University of 
Pennsylvania, Philadelphia, and en- 
tered the works at Tacony in 1898 
and after a short time left to go into 
financial work. In 1915 he returned 
to active association with the com- 
pany and served as a director and 
officer until the time of his death. 

Mr. Disston is survived by his wife, 
Mrs. Katherine M. Disston, and two 
sisters, Mrs. Charles A. Porter, Jr., 
and Mrs. Malcolm Stewart, both of 
whom reside in Chestnut Hill, Phila- 
delphia. 


Change in Management 


C. Guy Stevens has just become 
manager of the Elizabeth store of 
the Elizabeth Hardware Co. Mr. 
Stevens was formerly connected with 
the H. W. Mills Co., Passaic, N. J. 





This photo recently came to us to show what 
goes on when Charles E. Allinger, of the 
Chas. A. Strellinger Co., Detroit, visits 
Florida. He is seen with G, Gibson and 
James Bohan, also of Detroit, and a day's 
catch they made. The prizes included seven 
sailfish—but they threw away the ones that 
measured less than seven feet 
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Increase your profits with Jal 





~ STEEL) 


“It pays to handle J&L Steel Products...” 


give greater satisfac- 






\gr «OC Another big batch of orders this morning. faster... 
I tell you, Mac, J&L Steel Products are a tion to your customers . . . and 


fast-moving, profit-making line for us.” anttne Wiggs pantie fae yom. 
Get in touch with J&L today. 





This is the experience of many 
distributors who sell J&L Steel 
Products, and the reasons are 
good and sound. Your customers 
want J & L Products because they 
get greater satisfaction by using 
them . . . these products sell 
quickly and increase your profits. 


Jones & Laughlin builds 
greater sales for you by reaching 






MAKERS OF HIGH QUALITY 


your customers with an extensive 
national advertising campaign 
telling the J&L quality story in 
trade, business and executive 
magazines. These publications 
create a demand for J&L Steel 
Products that moves your stocks 

. turns them into cash, at a 
profit to you. 


J&L Steel Products move 


Fes JONES & LAUGHLIN STEEL CORPORATION | 


PITTSBURGH, PENNSYLVANIA 


oe oe * 20 nee ae 
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J&L Seamless Steel Boiler 
Tubes... Seamless and Welded 
















Profitable J&L Products 


Pipe ... Cold Finished Shafting 

. Cold Finished Bars and 
Shapes . . . Hot Rolled Bars, 
Shapes and Plates .. . Nails 


and Wire Products. 








IRON AND STEEL PRODUCTS SINCE 1850 es 
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PROFITABLE 
SALES 


Here is a brand new drill and a brand new oppor- 
tunity for sakes to men who demand top quality. 


It is a handsome tool, with performance equal to 
its fine appearance. 


The No. 666 Breast Drill has two speeds, readily changed; 
ratios, 7% to 1 and 2% to 1. Gears are precision-machined 
from solid steel blanks and are completely enclosed. 
Frame is highly polished aluminum. Breastplate, also of 
aluminum, is finished in ebony and red enamel. Hardwood 
handles are mahogany lacquered. Ball thrust spindle bear- 
ing ensures smooth, easy-running action. Steel chuck 
holds three hardened jaws actuated by protected springs. 


Capacity, 0 to 14” round shank drill; overall length, 1914”; 
weight, 4% lbs.; and its list price is only $7.00. 


For details on the complete line of drills and other Millers 
Falls fine tools, write for Catalog 41. 


MILLERS FALLS COMPANY 


MILLERS FALLS 
TOOLS 







Greenfield Massachusetts 
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Represents Mill Supplies 
in Cleveland Territory 


With the transfer of George Pom- 
eroy from the Cleveland territory of 
MILL Supplies to the Boston office of 
Factory Management and Mainte- 
nance, Henry E. Gaillard has been 





HENRY E. GAILLARD 


appointed to represent this publica- 
tion in Cleveland. He began his 
duties there July 15. 

After graduating from Princeton 
in 1930, Mr. Gaillard served for four 
years with Appleton & Cox, New 
York, in the marine insurance field, 
and then became associated with 
Hearst business papers, representing 
both Drug World and the American 
Druggist. 

His background, ability and ex- 
perience provide proper equipment 
for him to render every needed serv- 
ice to the advertisers and readers of 
MILL SupPPuies in the Cleveland ter- 
ritory. 


Kearins in Europe 


M. J. Kearins, president of Whit- 
man & Barnes, Detroit, sailed from 
New York July 17 for an extended 
trip to Europe. He will contact Whit- 
man & Barnes distributors in Eng- 
land and continental Europe, return- 
ing to America late this month. 


Mistaken Identity 


In the photo of Harris Supply Co.’s 
store, Portland, Ore., which appeared 
in July Mitt Suppuies, an error in 
captioning gave the names of the two 
men as E. F. Hughes and Roy D. 
Smith, instead of Lyle Dagg and E. A. 
Thirkell, which is correct. Our sin- 
cere apologies are offered. 
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You start with can 
sales ... soon you 
are selling drums 

















Every place where pipe is threaded, a cutting 


preparation is needed. There's your market— 
ready-made .... easy to uncover . . . . con- 
tinuous. Once you prove to your pipe-threading 
customers that you can deliver a definitely su- 
perior cutting oil at a competitive price, you can 
count on a steady flow of repeat orders. 


Push BESTOIL and prove, to your profit, that we 
are right in this assertion. Prices and literature 
gladly furnished on request. 


THE OSTER MANUFACTURING COMPANY 


Sales Office: 2041 East 61st Street, Cleveland, Ohio 
Factories: Erie, Penna., and Cleveland, Ohio 
New York City Showroom and Office, 292 Lafayette St. 


Threading Headquarters Since 1893 


BESTOI 
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If you aren’t pushing BESTOIL 












HERE'S THE 
CONDENSED 
SALES-STORY 


Developed, perfected and GUARAN- 
TEED TO GIVE COMPLETE SATISFAC- 
TION by the manufacturer of the world's 
most complete line of pipe-threading 
equipment. 


BESTOIL is a sulphurized oil which ab- 
sorbs and throws off heat more rapidly 
than any other kind of cutting oil with 
which we are familiar. In addition it has 
all necessary lubricating properties. 


Temperature changes do not appreciably 
affect its viscosity. It flows freely in cold 
weather. The high sulphur content, be- 
cause held in perfect chemical combina- 
tion, remains the same at all times. 


Dark in color, BESTOIL is a clean, sterile 
fluid and has no tendency to cause oil 
infections. 


Though markedly superior in actual per- 
formance, it is no higher in price than 
many inferior cutting oils on the market. 






FOR BETTER 
PIPE THREADS 





-« Salability * Profit « 
* Policy 


THIS 6-POINT CERTIFIED @=5 DISTRIBUTOR PLAN 
OMelgel aw. 4 ae D 


|. Full Line 4. Protection 
2. Super-quality 5. Good Profit 
3. Economical Price 6. Sales Aid 


A sound foundation for electrical tool sales and profit. 





U. S. PORTABLE SURFACE GRINDERS 


Give Better Service Because They're 
DUST PROOF and AIR CONDITIONED 





Equipped with an air cleaner that prevents dust and dirt from entering motor, 
U. S. PORTABLE SURFACE GRINDERS have won wide recognition for their unusual 
performance. Light in weight, durable, they operate on direct or alternating cur- 
rent of 60 cycles or less. Made in 5 sizes from 2!/2” to 8” they are used in a wide 
range of grinding, buffing, polishing operations; in sanding down castings; dressing 
off gas and arc welds; etc. 


THIS RUGGED TOOL POST GRINDER OFFERS 
REAL SALES OPPORTUNITIES 


Designed for use on lathes 
with compound rest, U. S. 
TOOL POST GRINDERS 
are compact, dust-proof 
and built for continuous 
operation. Used for grind- 
ing centers, reamers, dies 
and rolls; and on shapers 
and planers for surface 
grinding. Made in 6” and 
8” sizes and for direct or 
alternating current. Write 





for catalog containing full specifications. 


Dritts + BUFFERS + GRINDERS 


THE STANDARD OF QUALITY SINCE 1897 














THE UNITED STATES ELECTRICAL TOOL CO. 


2498 WEST SIXTH ST., CINCINNATI, OHIO 
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Dave Wilkus Joins 
P & H Chicago Office 


Dave Wilkus and electric motors 
have become synonymous through- 
out the industrial area of Chicago, 
“Dave,” as he is familiarly known 
to the many friends he has made jn 
Chicago, has now transferred his 


| affiliation to the Harnischfoger Corp,, 





DAVE WILKUS 


in the capacity of sales engineer for 
the P & H line of slip-ring and 
squirrel cage motors. 

He will represent the Harnisch- 
foger Corp., in his eld familiar stamp- 
ing grounds. For the past 20 years 
he has been actively engaged in the 
sale of motors and served as Chicago 
district manager in his past connec- 
tion. 


Johnson Bronze Names 
Contest Prize Winners 


Winners in the prize competition 
sponsored to secure suitable names 
for tin base and lead base babbitt 
have been announced by the Manv- 
facturers, Johnson Bronze Co., New 
Castle, Pa. The contest was limited 
to mill supply distributors and their 
salesmen. In the opinion of the 
judges, the following presented the 
most suitable names: 

Tin base babbitt—First prize to 
Otto Burchardt, New Britain, Conn. 
Five additional prizes to Emil Sing- 
dahlsen, Manning, Maxwell & Moore, 
Jersey City, N. J.; R. R. Andrews, 
Factory Tool & Supply, Akron, 0.; 


| W. B. Godcharles, Appleby Bros. & 
| Whittaker, Harrisburgh, Pa.; C. A. 


King, T. Johnson Co., Cincinnati; 
C. M. Hayes, H. N. Crowder, Jr., Co., 
Allentown, Pa. 

Lead base babbitt—First prize to 
J. Edward Steward, Carey Machinery 
& Supply Co., Baltimore. Five addi- 
tional prizes to Arthur B. Matson, 
Brierly, Lombard Co., Worcester, 
Mass.; Chas. D. Pearson, Maddock & 
Co., Philadelphia; Chester D. Jer- 


| sey, Stacy Supply Co., Springfield, 


Mass.; J. A. Naylor, J. M. Tull Metal 
& Supply Co., Atlanta; Dominick 
Abate, Seither & Ellis, Newark, N. J. 
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@ Any plant in which the “'setting’”’ 
or moving of heavy units is a produc- 


tion operation, is a prospect for one or 
more Ford Triblocs. Powerful, fast in 
operation, and requiring a minimum 
of effort, the Ford Tribloc has been 
long accepted as a real production 
tool. 


The Tribloc has the plus quality to 
stand up under hard service—certi- 
fied malleable castings; drop forgings 
of the highest grade; ACCO high 
carbon, heat treated steel chain with 
extremely high elastic limits and ten- 
sile strength. All this for an excep- 
tionally low price gives the Ford Tri- 
bloc salability that mill supply sales- 
men will find to their liking. 

We will be glad to send you the in- 
formation necessary to enable you to 
talk these hoists to your prospects. 


FORD CHAIN BLOCK DIVISION 
AMERICAN CHAIN & CABLE COMPANY, Inc. 


PHILADELPHIA, PENNSYLVANIA 


Gu Teusinese 
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A FEW OF THE 137 
AMERICAN CHAIN & CABLE 
INDUSTRIAL PRODUCTS 


AMERICAN CHAIN DIVISION 
(DOMINION CHAIN COMPANY, Ltd., in Canada) 
Weed Tire Chains ¢ Welded and Weldiess 
Chain ¢ Malleable Castings * Railroad 
Specialties 
AMERICAN CABLE DIVISION 
Tru-Lay Preformed Wire Rope ® Tru-Loc Proc- 
essed Fittings © Crescent Brand Wire Rope 
Tru-Stop Brakes 
ANDREW C. CAMPBELL DIVISION 
Abrasive Cutting Machines ¢ Floformers 
Special Machinery ¢ Nibbling Machines 
FORD CHAIN BLOCK DIVISION 
Chain Hoists ¢ Trolleys 
HAZARD WIRE ROPE DIVISION 
Green Strand Wire Rope °* ‘“Korodless”’ 
Wire Rope © Preformed Spring-Lay Wire 
Rope @ Guard Rail Cable 
HIGHLAND IRON & STEEL DIVISION 
Wrought Iron Bars and Shapes 
MANLEY MANUFACTURING DIVISION 
Automotive Service Station Equipment 
OWEN SILENT SPRING COMPANY, Inc. 
Owen Cushion and Mattress Spring Centers 
PAGE STEEL AND WIRE DIVISION 
Page Fence © Wire and Rod Products 
Traffic Tape © Welding Wire 
READING-PRATT & CADY DIVISION 
Valves ¢ Electric Steel Fittings 
READING STEEL CASTING DIVISION 
Electric Steel Castings, Rough or Machined 
WRIGHT MANUFACTURING DIVISION 
Chain Hoists © Electric Hoists and Cranes 
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Blow Valve assembly or 
dial power press to dis 
‘ charge finished work 


air hose applications in industrial plants. 


ing points. 


and enthusiastically received by customers. 


A. Schrader’s Son Brooklyn, New York 
Division of Scovill Manufacturing Company, Inc. 






No. 7854 Heavy Duty Machine Blow Valve. 


Schrader Blow Valves 
can be operated by 
cam, lever, or direct- are small and sturdy 
No. 7796 Light Ma.  *htust. Adaptable to Ne, 7184 Large air flow con- 
chine and Bench a ov Gun trollable up to full 
tye Baw Vahe machine. blast. Button, or lever 
operated types. Special lon 
flexible-tubing nose avail- 
able for use in confined 
areas. Easily replaceable 
parts simplify service. 






Schrader Blow Guns 
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MORE BUSINESS 





Wherever air is used, or wherever it can be 
used in manufacture or assembly, Schrader In- 
dustrial Blow Valves, Blow Guns and Hose 
Fittings point the way to greater efficiency and 
economy. A complete line for machine and 


Many features of design, proven records of 
service and the right prices make strong sell- 


Distributors find the Schrader line profitable 











SCHRADER PRODUCTS SOLD THROUGH MILL SUPPLY DISTRIBUTORS 


Three More Sales Offices 
For Ajax Flexible Couplings 


The Ajax Flexible Coupling Co., 
Westfield, N. Y., recently added three 
sales offices, in Akron, Kansas City 
and Seattle, to its distribution setup 
which now includes’ twenty-four 
cities from coast to coast. 

Beese & Terry will represent Ajax 
in Akron, Arthur D. Schwartz will 
cover the Kansas City territory and 
W. F. Nichols serves the area cen- 
tering around Seattle. 


Goodrich to Spend 
$500,000 in Modernization 


Contracts for the construction of 
an addition to The Philadelphia Rub- 
ber Works, reclaim division of The 
B. F. Goodrich Company, Akron, 0,, 
were awarded June 17 and work will 
be started immediately. 

The amount of the building con- 
tract was approximately $109,000 
and Goodrich will expend in excess 
of $500,000 in modernizing machinery, 
processes and equipment in the com- 
pany’s reclaim division during the 


| next six months. The construction 


program is the largest undertaken by 
Goodrich in Akron since 1929, ac- 
cording to Goodrich officials. 


Hiatt Promoted by Irwin 


B. M. Hiatt has been appointed 
sales and advertising manager of the 
Irwin Auger Bit Co., Wilmington, 
Ohio. Mr. Hiatt started with the 
company in 1914, working first in the 





B. M. HIATT 


factory and production end of the 
business. Later he called on the 
wholesale trade and served as sales 
manager. Since 1930 he has made 
dealer surveys all over the country 
and became acquainted with many 
local dealers and distributors. 




















FIG. 375 — WHITE STAR DOUBLE 
OR SOLID WEDGE GATE VALVE. 


FIG. 1712—FULL THROTTLING TYPE 
WHITE STAR GLOBE VALVE. 


FIG. 512 — 150 POUND SOLID 
WEDGE GATE VALVE. 


The scientific balance of correct engineering 


principle combined with laboratory tested 


materials has made Powell Bronze Valves the 
first choice among plant engineers. Powell 
Bronze Valves are available in 
all types and sizes for every 


FIG. 560 — 200 POUND SWING service demand. 
CHECK VALVE. 


OWELL VALVES 


PEMELEL €8-. CEN C pee all. 


TH 
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There's a steadily increasing 
demand for KILLARK Con- 
duit FITTINGS, and a Liberal 
Profit on Each Item. 


In mills, factories and wherever else electrical wir- 
ing and re-wiring is required, there is a need for ei 
KILLARK Conduit FITTINGS. It's a stable, grow- “2 
ing market—and a profitable one. .: 





There are 1200 types and sizes of KILLARK 


Conduit FITTINGS—to fill every possible require- “ 
ment—yet it is only necessary to stcck a repre- a 
sentative assortment as we have 14 conveniently tA 
located warehouses from which you can get Pe 


SAME DAY shipment. 


We sell EXCLUSIVELY through Jobbers and eac' 
KILLARK item, which also includes fuse panels, 
bell transformers, vaporproof light and explosio 
proof fittings—allows the jobber a liberal profit. 


Get this CATALOG 


Get acquainted with the KILLARK Line by send- 
ing for our catalog. It's a bible on conduit fitting; 
and is so arranged that you can instantly find 
the particular type of fitting you want. Write or 
wire for this helpful catalog—right now. 


AILLARK 


ELECTRIC MFC. CO. 
3945 Easton Ave 


St. Louis, Mo 
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"“Hole-in-one'r" twice! When Jerry Jeatkle, 
president of Vincent Steel Process, spanked 
down an ace on the |75-yard fourth of Clin. 
ton Valley, Detroit, recently, it was the sec- 
ond time he had turned the trick 


| Changes Made in 


Palmer-Bee Co. 


C. E. Jeremias of Palmer-Bee Co., 
Detroit, has just returned from a 
combined business-vacation trip to 
the West coast. Two additions to 
the sales engineering staff are U. B. 
Knight, formerly with the Link Belt 
Co., and J. B. Reed, mechanical sales 


engineer, recently associated with the 


Detroit Hoist Co. 

An addition to their machine shop 
adding 50% more floor space was 
completed last month and a new 
sectional catalog on steel chains and 
power transmission equipment will 
be ready for distribution this month. 


Kaspar & Koetzle Add Line 


Chesterton Sonderglass, manufac- 


tured by the A. W. Chesterton Co., 
Boston, has been added to the lines 
handled by Kaspar & Koetzle, Inc., 
Brooklyn, N. Y. 





After dinner at the W. O. Barnes gathering. 
William C. Teare, Sterling Products, Chi- 
cago; Mr. and Mrs. Ben F, Halliday, Dun- 
ham, Carrigan and Hayden Co., San Fran- 
cisco; Charles H. Swett, Frank W. Swett and 
Son, Chicago; and J. H. Flavell, W. O. 
Barnes 











A close-up view of 
a Dodge Rolling 
Bearing installation. 


Ruggedly Built to Stand Up to which make ordinary bearings grow "feeble" 
Severe Continuous Service! prematurely . . . Dodge includes over 1800 
| | - 


types and sizes of bearings in its standard 


Th . -_ 
e power-paths of industry are not alone visible line . . « There Is @ type of hanger bearing, 
in plants but chart their regular or irregular 
pillow block or unit mount for every service ... 
courses on production costs records as well... 


For normal or heavy service, for excessive dust 
For few other factors are more pronounced in 


or water conditions there is a Dodge Rollin 
the final accounting than the equipment which . . 


i igned and built the job ... 
transmits power from its source to the produc- Bearing designed and built for the jo 


tion machines . . . Dodge Rolling Bearings They all come ready to install on a shaft . .. 


have long been serving all branches of indus- Dodge manufactures a complete line of power 
try under all conditions transmitting equipment — "The right drive 


= * They are rugged, for every job.” 


sturdy and reliable and ponge MANUFACTURING CORPORATION 
able to absorb the shocks Mishawaka, Indiana, U. S. A. 


Copyright 1936, D. M. Corp, 


» NEW! 


=| 





A compiete new cota 
logue of Dodge Rolling 
Bearings male) Ma tele’ 


for mailing. A copy will 





be sent on request 
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This new Stanley W-9 Electric 
Saw offers further proof that the 
Stanley distributor can sell more 
tools for more jobs. Maintenance, 
construction, and production 
jobs are wide open doors to sales 
for this well balanced, fast-cut- 
ting, powerful saw. It has a cut- 
ting depth up to 3” and it will 
make 45° bevel cuts through 
rough 2” lumber. 

Like all Stanley Electric Saws, 
the W-9 has unusual safety ad- 
vantages, resulting from the 
guard which covers the blade at 

















An Important Addition to a 


Profitable Line 


all times, without interfering 
with the operation of the saw. 
Such features as rugged yet light 
weight housing, heavy oversize 
worm gears in sealed grease 
chamber, ball bearings through- 
out, tilting base permitting bevel 
cuts up to 45° and balanced 
design for easy handling — these 
and others make the Stanley W-9 
a tool that will appeal to a wide 
market. Write to-day for litera- 
ture. Stanley Electric Tool Divi- 
sion, The Stanley Works, New 


Britain, Conn. 


We are represented by Selected Distributors 


oo STANLEY ELECTRIC TOOLS <~ 


“*COST LESS PER YEAR’’ 
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Two of the "Jones boys.” W. H. Ostring, 
left, assistant sales manager, and W. F. 
Coleman, vice-president of the W. A. Jones 
Foundry & Machine Co., Chicago 









Riechman-Crosby Open 
Advertising Department 


Riechman-Crosby Co., of Memphis, 
Tenn., have announced the opening 
of a new advertising department, 
which will include the handling of 
advertising, sales promotion and pub- 
licity. 

Miss Jane Inez Gordon is in charge. 
Miss Gordon was formerly connected 
with Industrial Supplies, Inc., Mem- 
phis, for ten years, and recently re- 
turned from a trip abroad, during 
which time her articles on her Euro- 
pean experiences appeared in the 
Memphis Sunday Commercial Appeal. 
She is also corresponding secretary 
for the Tri-States Cottonseed Oil Mill 
Superintendents Association, edits the 
Tri-States section of the Oil Mill 
Gazetteer, and writes news items for 
several trade journals. 

“By having this department, we 
feel that our manufacturer’s litera- 
ture will get better distribution and 
to the proper industries as it comes 
in,” stated Richard Alcott, executive 
vice-president. 





Manufacturers’ men invade Baltimore. Left 
to right, Carl Meister and S. Freeman, both 
of Allen Mfg. Co.; Jim Hunt, Armstrong 
Bros., and Harry White, Yale & Towne 



















moe «= AU GUST 


WICK WIRE SPE Tea ADVERTISEMENT 
APPEARING IN 


42nd Street, New York. Sales Offices 
Power 


of Preformed Wire Rope. Write and Warebouses: Worcester, 

us and we will gladly tell you if New York, Chicago. Buffalo, 
Preformed Wire Rope is best suited San Francisco, Los Angeles; 

be Coast Lumberman 

onstruction Methods 

Mill & Factory 

Timberman 


Export Sales Dept: New York. 
Oil and Gas Journal 


that < ls Uleur Jeb 


suffer from early destruction by 


oy ) 
Select the Nove 
Haphazard windin: greatly 
A Preformed Rope always runs 
straight. When spooling it 08 the 
here is no tendency life 


for your particular use of wire rope. 


WICKW IRE SPENCER 
SALES CORPORA- 
TION, New York, 
Chattanooga, Tulsa, 
Portland, Seattle. 


evenly within grooves formed by 
closely firang rounds of the 
underlying layer. Due to its 
smooth winding tendencies 
Preformed Rope does not 











chwire Spencer Ry oey 

2 on <n National Engineer 

ects CM ee oe __ Oil Weekly 

Phene send me ee Ropee pena ae ~~" S Saneng 

Name Bi i anagement 

a : Peer Iron Age 
Skyscraper Management 


Pit and Quarry 


Address 
Strate ——— 


City 
Western Cons i 
‘ truction Ni 
Pacific Road Builder eg 
Engineering Review 





economical wi , A trained wi 
1 wire rope practice as well as techni aa rope salesman who knows 
chnicalities i 
s at your servi ‘ 
ce. He will 


gladly call on an 
of ou ° 
a ae piri your prospects with you or alone in i 
rah ' s customers that will stick your interests. His kind 
perative advertising plans to you. 


WICKWIRE SPE 
STEEL TomPaat 
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Catalog No. 37 is the third successive Donnelley-built 
catalog distributed by this successful distributor. 


To Help Offset Rising Costs 


A new catalog offers you 
a proven way to— 


Get more orders in terms of YOUR stock 
Increase the average size of the orders 
Increase the turnover on your entire line 
Reduce the cost of handling orders 


Step up the efficiency of your entire organization 


R.R.DONNELLEY&SONSCOMPANY 


350 EAST TWENTY-SECOND STREET, CHICAGO, ILLINOIS 
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Harold Bellamy, assistant manager of Cut- 
ter, Wood & Sanderson, Cambridge, Mass., 
seems to be intrigued by that Coffing chain 
hoist display 





Power Transmission Groups 
Name Date for Annual Banquet 


The third annual banquet of the 
New York Power Transmission club 
in conjunction with the North Jer- 
sey group will be held at Hotel Astor, 
Times Square, New York City, on the 
evening of September 10. 

Speakers of the evening will be 
Victor A. Hanson, chief engineer of 
the Power Transmission council, 
whose subject will be “Where Motors 
Are Used to Advantage,” and J. H. 
Van Deventer, editor of Iron Age, 
who will speak on “New Economic 
Problems Create New Opportunities.” 
In addition, an entertainment feature 
will be the appearance of “Dunnin- 
ger,” a mystic whose prowess has 
inspired enthusiastic comment from 
O. O. MelIntyre and other noted 
writers. 


Welles Elected Chairman 


E. K. Welles, of the Charles H. 
Besly Co., was elected chairman of 
the Chicago Mill Supply Association 
at their annual meeting held last 
month. Oscar Iber, of the O. Iber 
Co., was made vice-chairman. J. G. 
Christie, Barrett-Christie Co., Wil- 
liam Pedersen, Pedersen Brothers 
Tool & Supply Co., and F. W. Cope- 
land, H. Channon Co., were elected 
directors. Mr. Welles is now in 
Europe with his wife for a _ short 
vacation. 


Correction 


In the July issue of MILL SUP- 
PLIES it was inaccurately stated that 
Elmer Nussa had joined the Industrial 
Supply Company of Salt Lake City, 
Utah. Mr. Nussa is, in fact, on the 
sales staff of the Salt Lake Hardware 
Co. MILL SUPPLIES hopes that this 
error has not caused annoyance to 
either of these firms. 


























he Compan 
_ behind he Prodlict... 


Thirty years ago Clover Mfg. Co. started, in a small way, to manufacture Clover 
Grinding and Lapping Compounds—today these products are sold in every part of 
the globe—Clover is the recognized world-wide standard. 

Eight years ago we invaded the Coate1 Abrasives Industry—today we are. rec- 
ognized as among the leaders in that indu;try—not the largest unit, but by no means 
the smallest. 

There is no finer nor more modern Coated Abrasive plant in existence—no concern 
is better financed and more reliable than Clover Mfg. Co. 

We have national distribution—warehouse stocks in the principal distributing centers 
—our own men cover every nook and corner of this country. We are in position to 
give service. 

There is no finer product made than Clover Color-Stripe Coated Abrasives. 

Our policy has never changed over these 30 years—we keep faith with, and pro- 
tect the distributor—we do not sell his customers. 

Price without quality is useless. But quality at the right price, and wiih the right 
margin, is well worth considering—especially when tied up with protection. 

We extend a cordial invitation to Distributors to visit our plant. Norwalk is just 
one hour from New York—let us show you the plant and the organization ihat are 
back of Clover products! 


CLOVER MFG. CO. 


NORWALK, CONN. U.S.A. 
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Their 
flexibility reduces breakage to a minimum. The 
teeth are hard for fast, accurate cutting and 
long life. Cut to length for any machine and 
welded (not brazed)—the joint is as strong as 
any other point in the saw. Three tempers— 
one for each class of work. 


Barnes Band Saw. Blades have stamina. 


Don't overlook band saw sales! Get a Barnes 
Missionary Man to help survey your territory 
for band saw business. We'll get a factory 


trained man to you promptly if you write us. 


Barnes sales service to distributors helps you 
make money on quick turnover of modest, well- 
balanced stocks of band saw and hack saw 


blades. 


W.O. Barnes Co., Inc., Detroit, Michigan 
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Rubber Goods Exhibit 
Staged in Nashville 


Under the direction of E. A. Ham- 
ilton, manager of Manhattan rubber 
manufacturing division for the South- 
east, an interesting exhibit of indus- 
trial rubber goods was staged in 
Nashville, Friday, June 18, in cooper- 
ation with Buford Brothers, Inc., 
Manhattan distributor. 

A banquet was held in connection 
with the exhibit for plant executives 
from throughout middle Tennessee, 
and Buford sales representatives. 
More than 100 were present. 

This is the third time the Man- 
hattan exhibit has been shown in 
Nashville, and, according to Loyd 
Smith, vice-president and_ general 
manager of Buford Brothers, inter 
est in the display has steadily in- 
creased. C. P. Shook, Jr., who repre- 
sents Manhattan in the Nashville 
area, was unable to attend this year’s 
event because of illness. 

Mr. Smith reports that 1936 was 
Buford’s biggest year with Manhat- 
tan and that the first half of 1937 
will show almost a 100 per cent in- 
crease in business on this line. Bu- 
ford’s general industrial business has 
grown rapidly during the last five 
years. With the issuance of a new 
industrial catalog, the company ex- 
pects 1937 will be far ahead of any 
previous year. 


New Distributors 
For Republic Steel 


Momsen-Dunnegan-Ryan Co., El 
Paso, Texas, have been named dis- 
tributors of Enduro stainless steel 
and Odell Hardware Co., Greensboro, 
N. C., have been appointed distribu- 
tors of Toncan Iron sheets, according 
to an announcement by N. J. Clarke, 
vice-president in charge of sales, Re- 
public Steel Corp., Cleveland, O. 

The addition of these two dis- 
tributors of Republic products rounds 
out still more the Republic distribu- 
tor organization. Warehouse stocks 
of Enduro stainless steel and Ton- 
can iron are now available in most of 
the nation’s important cities. 





F. W. Kilmer, secretary-treasurer of Kilmer 
& Sons Co., Spokane, Wash., is proud enough 
of his window display to pose beside it for 
the MILL SUPPLIES picture snooper 











Wa 22277 JOHNSON UNIVERSAL BRONZE = 
The MOST COMPLETE 


OLEEVE BEARING SERVICE 


As a distributor of Johnson QUALITY Bronze you are in a position to render 
your customers the most complete sleeve bearing service available. The range of 
sizes and types of the lines listed below enable the user to order exactly according 
to his needs. Complete stocks in our various warehouses enable you to give 
prompt delivery. In every case, the quality of the product is the highest possible. 

Contact every customer from every angle — and watch your volume grow. 
Only Johnson Distributors offer this type of complete service. 


JOHNSON UNIVERSAL BRONZE BARS 


Completely machined — inside diameter, outside diameter, 
ends. Saves 25% in weight . . . over 350 sizes cored and solid 

. the alloy S.A.E. 64 — for over 60 years the choice of 
Engineers and Maintenance men. 





GENERAL PURPOSE BEARINGS 


Over 700 individual bearing sizes . . . machine finished — ready for as- 
sembly .. . the alloy S.A.E. 64 — Copper 80; Tin 10; Lead 10 — is ideal 
for over 90% of all bearing applications. 

Any type of oil grooving, slot or hole can easily be added to this type of 
bearing at very little additional expense or delay. This, the largest assortment 
of sizes on the market, enables you to give tailor-made bearing service. 





ELECTRIC MOTOR BEARINGS 


Over 200 sizes — for practically any type motor . . . correct in alloy, design 
and tolerances . . . They slip right into the housing and right over the shaft 
and are in every case equal to or better than original equipment. Ideal for 
operating conditions such as high speeds, continuous overloads, slight 
misalignment of shafts. 





GRAPHITED BEARINGS 


40 to 45% direct graphite contact with shaft . . . graphite held permanent 
in grooves CUT into bearing surface at 7 degrees lead . . . not soluble 
in oil, gasoline or water. 


JOHNSON BRONZE COAEANY. ae 


Euy 35 SOUTH MILL STREET . NEW CASTLE, PA. 


Re 2 [Pe Ve BEARING HEADQUARTERS 
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They just keep 
ete Al fo Koy eke! 


The cost of a hand truck is 
the smallest item in handling 
expense. A little money saved on the purchase 
price of an inferior truck is soon offset by repair 
bills and quicker replacements. American Pressed 
Steel Hand Trucks eliminate perishable wood by 
using light, strong, tough steel frames that roll 
on accurately turned, true-running wheels. Hun- 
dreds of concerns in every branch of industry 
have ended up ‘way ahead of the game by 
replacing their truck fleets with ‘Americans’ 
as needed. 

There’s a profitable volume of sales awaiting 
you if you will write for your copy of catalog 
illustrating standard truck types, and recommend 
them for every material handling need. 


THE AMERICAN PULLEY COMPANY 
4200 Wissahickon Ave. — Dept. 2 — Phila., Pa. 


“They almost get up and go by themselves.” 
That's what the fellows say who have to oper- 
ate these trucks. Scientific balance gives them 
this quicker start. . . this ease in running that 
’ makes trucking payrolls more productive. 











American Tested Rubber- 
Tired industrial Truck Wheels 
Our Hand Truck Catalog in- 
cludes illustrations of every 
type of wheel used on these 
trucks with face and hub di- 
mensions engineered accu- 
rately for load to be carried. 
Copy mailed on request. 


AMERICAN 


PRESSED STEE 


HAND TRUCKS 
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Committees Named By 
National Association 


President Russell C. Duncan of 
the National Supply and Machinery 
Distributors association has an- 
nounced the standing committees who 
will serve during the year. They are: 

Representative on governing board 
of Industrial Supply Research 
Bureau, Carl A. Channon, Great 
Lakes Supply Corp., Chicago. 

Nominating committee, Russel C. 
Duncan, R. C. Duncan Co., Minne- 
apolis, chairman ex-officio; Area No. 
1, F. H. Page, Page, Steele & Flagg 
Co., New Haven, Conn.; Area No. 2, 
Arthur Yorke, Hansen & Yorke, New 
York City; Area No. 3, W. C. Hunter, 
Ross- Willoughby, Columbus, O.; 
Area No. 4, Harry Barrett, Barrett- 
Christie, Chicago; Area No. 5, John 
T. Potts, the Galligher Co., Salt Lake 
City, Utah; Area No. 6, A. J. Gles- 
ener, A. J. Glesener Co., San Fran- 
cisco. 

Committee on relations with man- 
ufacturers, George H. Cherrington, 
Standard Machinists Supply Co., 
Pittsburgh, Pa., chairman; F. W. 
Copeland, H. Channon Co., Chicago, 
vice-chairman; H. E. Ruhf, Cleveland 
Tool & Supply Co., Cleveland; B. H. 
Ackles, Rayl Co., Detroit; P. C. Mad- 
dock, Maddock & Co., Philadelphia. 

Committee on association activities, 
H. H. Kuhn, Hardware & Supply Co., 
Akron, O., chairman; Carl A. Chan- 
non, Great Lakes Supply Corp., Chi- 
cago; P. Ridings, Syracuse Supply 
Co., Syracuse, N. Y.; R. C: Duncan 
(ex-officio). 

Membership committee, A. R. 
Smith, Boyer-Campbell Co., Detroit, 
chairman; F. M. Butts, Butts & Ord- 
way, Boston; H. A. Dayer, Abrasive 
Machine & Supply Co., Newark; 
H. F. St. George, Shadbolt & Boyd 
Co., Milwaukee; A. F. Seep, Mine & 
Smelter Supply Co., Denver; C. L. 
Cragin, Cragin & Co., Seattle. 

Program committee, William  T. 
Todd, Jr., Somers, Fitler & Todd, 
Pittsburgh, chairman; G. Cheston 
Carey, Carey Machinery & Supply 
Co., Baltimore; Sherman C. Parker, 
Pittsburgh Gage & Supply Co., Pitts- 
burgh. 

Administrative expense research 
committee, Tyler Carlisle, Strong, 
Carlisle & Hammond, Cleveland, 
chairman; P. Ridings, Syracuse Sup- 
ply, Syracuse, N. Y.; E. B. Hunn, 
C. S. Mersick & Co., New Haven, 
Conn.; S. D. Conant, Sligo Iron 
Stores, St. Louis; W. John Frey, 
Christie-Frey Co., Los Angeles. 


New Line for Distributor 


Rossman Industrial Supply Co., of 
Seattle is now exclusive distributor 
for marine and industrial paints of 
the Paraffine Company. 








“GOULDS’ «1 the ward 
e PUMPS GMOMG 


YOUR CUSTOMERS 





GOULDS PUMPS ARE: Engineers, plant managers and executives 


everywhere recognize the value of Goulds 
tea ; he Pumps and use them because they give de- 
CE ee pendable, low cost service. They are made 
quality products. Once sold they stay ° P a 
from the finest materials—will meet any liquid 

sold. No profit-eating service calls 


pumping requirement from soup to soap. 
Part of a complete line of pumping 


units for all services Every require- 
ment of your customers can be filled 


Goulds popularity means more sales—more 
with just the right pump for his job 


profits for you. Each pump is priced to give 
Priced right forthe market with ample your customer the most for his dollars —to 
discounts for the distributor and dealer give you greater income. Stock the Goulds 
Distributed through a plan that line today. Behind each pump isa sales policy 
racmanizes, protects ea aaneens tn that assures full co-operation—recognizes and 
distributor and dealer and repays : protects the distributor. 

them for their sales effort 


Continuously and actively promoted 
through national advertising, direct 
mail, dealer helps and displays 


There is a complete line of Goulds Pumps man- 
ufactured in sizes to fill every pressure and 
capacity requirement. 


If you are interested in handling a pump line, write us for information 
relative to open territories and our co-operative distributor's plan. 


GOULDS PUMPS Inc. 


ATLANTA BOSTON CHICAGO HOUSTON NE W AO) 1.4 allt ADELPHIA PITTSBURGH TULSA Representatives Tal all Principal Cities 
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Sell-“CAM LOCK’ end mills 
that assure ACCURACY 
and SPEED on the job 














| 


ee. " 


* 





Here's a “Two-Lipped"” style at work—a 
money-saver for the customer—a_profit- 
maker for the dealer who stocks the Brown & 
Sharpe Line of "Cam Lock" Cutters and 
Adapters. 


JB» 


Brown & SHARPE 
CUTTERS 


Modern - Efficient - Keep Costs Low 


| 


Brown & Sharpe Mfg. Co. 


Providence, R. I. 






|the medal of the 


|; ence 
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Henry S. Demarest, Head 
of Green, Tweed & Co., Dies 


Henry S. Demarest, well known 
manufacturer, died July 11, at his 
home in Hempstead, L. I., after a 
long illness. He was 70 years old. 

Mr. Demarest was president and 
treasurer of Greene, Tweed & Co., 


HENRY S. DEMAREST 


New York, and a director of the 
Union Ferry Co., of New York and 
Brooklyn. 

A vice-president of the Polish 
Chamber of Commerce, he was deco- 
rated by the Polish government with 
order of Polonia 
Restituta. He was also a member of 
the Union League club, Merchants 
Club, Export Managers club, British 
Empire Chamber of Commerce, and 
the Huguenot Society. 


Bunting Brass & Bronze Co. 
Make Changes in Organization 


The promotion of Frank G. Breis- 
acher to the position of assistant 


| sales manager of the replacement and 


maintenance products department is 
announced by the Bunting Brass & 
Bronze Co. Mr. Breisacher has been 


|connected with the company for sev- 
|eral years as salesman in the Michi- 


gan territory. 

E. L. Edwards, of Detroit, has 
joined the Bunting organization as 
salesman to succeed Mr. Breisacher 
in the Michigan market. Mr. Ed- 
wards is a salesman of large experi- 
in automotive and _ industrial 
lines. Ed. J. Butler is sales man- 
ager of this Bunting division. 


Ten Years of Safety 


On May 24, National Carbon Re- 
search Laboratories, Inc., Cleveland, 
O., unit of Union Carbide and Carbon 
Corp., completed their tenth con- 
secutive year, or 1,448,908 man-hours, 
without a lost-time accident. This 
unbroken safety record, one of the 
longest within the corporation, is a 
tribute to the continued interest on 
the part of employees in maintaining 
accident prevention. 












The advertisement at 
the left will appear in 
the following publica- 
tions: American Ma- 


chinist, August 11; 
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stave you 


¢ Did you know that you have an 
assistant salesman? Every mill sup- 


ply man has—but he isn’t always 
aware of it! 


YOUR customers. 


Thus, this advertisement is your 
assistant salesman. It will tell the 


“Cleveland” Twist Drill story be- 


Take the above advertisement, for 





example. You may never see it in 
the various publications, in its full 
size,—but users of twist drills will! 
More than 80,000 copies of this ad- 
vertisement will be printed and dis- 
tributed all over this country. Many 
of them will be seen and read by 


TRADE MARK RE 
30 READE ST. NEW YORK 
6515 SECOND BLVD., DETROIT 


2 J > PAT 





OFF ANDO FOREIGN COUNTRIES 
9 NORTH JEFFERSON ST. CHICAGO 
LONDON - E. P. BARRUS, LTD.- 


twecn your calls. It will help you 
on your next call. It will keep on 
doing this in the future, as it has in 
the past, for years. 


Use your assistant salesman—and 
all the assistant salesmen provided 
by other manufacturers whose prod- 
ucts you sell. 


TWIST DRILL 
COMPAN Y 


1242 EAST 49" STREET 
CLEVELAND 
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654 HOWARD ST. SAN FRANCISCO 
35°36 37 UPPER THAMES ST..E.C.4 
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Beyond Substitution 


There is no substitute for providing the Distributor with 


strong lines — 


Goods in demand, aggressively advertised, ethically merchan- 


dised, backed by a company liberal with the backing. 


In these particulars there is no substitute for the Allen screw, 
wherein the basic strength of the product itself is accompanied 


by strength of organization and ample resources. 


Jobber-distributed for twenty-seven years, and Jobber- 
favored all these years for dependability of product and sales- 


policies — 


ALLEN supplies you a Hollow Screw line exactly 


in line with your profit-making requirements, 


THE ALLEN Mrc. COMPANY 


HARTFORD, Conn. U.$.A. 
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New location of the Hand Hardware Co., 


| is 157 Jefferson Ave., Elizabeth, N. J. This 


three-story building and basement afford 
them 24,000 square feet of needed floor 
space 





Southern Supply House Grows 


A large addition to the store and 
warehouse of J. M. Tull Metal & 
Supply Co. Inc., Atlanta, which will 
more than double its present capacity, 
is now in process of construction. 
Additions to both the office and sales 
staff will be made to compensate for 
the increase in stock-handling facili- 
ties. 


Vogel Co. Develops 
Economical Parts List 


Manufacturers faced with the prob- 
lem of producing a limited quantity 
of illustrated parts lists at low cost, 
particularly for special machinery, 
will find a solution in an ingenious 
family tree arrangement developed 
by Joseph S. Vogel & Co., industrial 


| advertising agency, of 9 Clinton St., 


Newark, N. J. The system permits 
an economical reproduction of one 
or more copies by the blue print, 
photostat and photo offset processes. 

The fundamental principle under- 
lying the illustrated parts list is 
based upon the natural tendency of 
the mind to associate words with 
pictures. Because parts, descriptions 
and numbers are constantly asso- 
ciated, customers who may be un- 
familiar with machine terminology 
can quickly locate the correct num- 
bers when ordering replacement 
parts. 






Discovered taking a serious interest in their 
stock are Earl Rickerds and George Neserke, 
of the L. A. Benson Co., Baltimore 








Armour Sand Paper Works manufactures Abrasive Discs for all uses—for 
all types of equipment. Here are discs that are fast-cutting, clean-cutting, 
long-lasting and economical under actual working conditions. 


All sizes, weights and grits necessary for woods or metals—for grinding, 
surfacing and polishing. For increased, economical production Armour’'s 
Abrasive Discs will give your customers what they have been looking for— 
and your house the repeat business that builds profit! 


ARMOUR SAND PAPER WORKS 


Division of ARMOUR AND COMPANY 
GENERAL OFFICES: CHICAGO 
Stocks Distributed from branches in following cities: 


BOSTON NEWYORK BUFFALO PHILADELPHIA MILWAUKEE DETROIT PITTSBURGH CLEVELAND 
INDIANAPOLIS ST.LOUIS SANFRANCISCO LOS ANGELES SEATTLE HIGH POINT.N.C. CINCINNATI 
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These Saws 
Sell Easier 
Because They 
Cut Easier 










CRESCENT GROUND 
CROSS-CUT SAWS 


Superiority guaranteed. These saws will cut ten per cent more 
timber, same time and labor being used, than any other brand 
of Cross-cut Saw. 


Write for Cross-cut Saw Catalog and Prices. 


SIMONDS 


SAW AND STEEL COMPANY 


1350 Columbia Road 127 So. Green St. 
Boston, Mass. Chicago, Ill. 
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American Chain Opens 
Office in Detroit 


American Chain Division of 
American Chain & Cable Co., Inc., 
has opened a new district sales office 
at 12-252 General Motors Building, 
Detroit, Mich., in order to render bet- 
ter service to chain users in Ohio 
and eastern Michigan. 

Walter M. Cusack, who has been 
covering this territory for American 
Chain division for a number of years, 
has been appointed district sales 
manager with headquarters at the 
above address. 


Whittle Hose & Rubber Co. 
Stock Mechanical Rubber Line 


B. F. Ruether, general manager of 
the New York Belting and Packing 
Co., Passaic, N. J., announced the 
appointment of the Whittle Hose & 
Rubber Co., Chicago, IIll., as distribu- 
tors of the complete line of N.Y.B. & 
P. mechanical rubber goods in the 
Chicago district. 


New Distributors 


Julio F. Sorzano, manager of the 
industrial division of Wailes Dove- 
Hermiston Corporation, 17 Battery 
Place, New York City, announces the 
appointment of the following dis- 
tributors for that company’s Bitumas- 
tic industrial protective coatings: 
Bockstanz Brothers Company, De- 
troit; H. Channon Company, Chicago; 
Frick-Reid Supply Corporation, Pitts- 
burgh; Marine Specialty & Mill Sup- 
ply Company, New Orleans; Henry 
B. Pancoast Company, Philadelphia; 
William S. Roe, Inc., Newark; Wil- 
liam E. Williams, Inc., New York 
City. The Wailes Dove-Hermiston 
corporation’s industrial products are 
sold exclusively through distributors. 





Salesmen of Cutter, Wood & Sanderson, 
Cambridge, Mass., snuck off to West Lake, 
Maine, last month for a he-man's outing. 
Here are Fred Paulson, Bill Hepburn and 
Lou Webster looking their ruggedest 














BETHLEHEM PIPE 


has features that buyers look for 





Soundly welded, free from pin-hole leaks, each length separately tested under hydraulic 
pressure. Clean, soft steel that takes sharp, clean-cut, accurate threads. All scale, both 
inside and out, removed by two scale-removing processes. That’s the kind of pipe that 


Bethlehem Pipe is—the kind that clinches the good will of users. 


h STEEL 
—— 


BETHLEHEM STEEL COMPANY 
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KRAEUTER 


.. spells SATISFACTION 
for TOOL SALESMEN and 


PLIERS 
PUNCHES 
DRILLS 
CHISELS 
SCRAPERS 
WRENCHES 


TOOL USERS 


KRAEUTER PLIERS and 
TOOLS have been recognized as 
leaders in the quality field since 
1860. Tool salesmen find they’re 
easier to sell because skilled me- 
chanics know them and prefer 
them. And that’s also the reason 
repeat orders come with less effort 
when you’re pushing the Kraeuter 
Line. 


KRAEUTER & CO. 


(Pronounced KROY-TER) 
NEWARK, N. J. 


Manufacturers of Highest Quality Pliers and Tools Since 1860. 


choice of leading 
tects, contractors 


builders. 





PAINE PRODUCTS 
LEAD THE FIELD 


You may be losing something 
by not having the new Paine 
Catalog handy. It is profuse 
with illustrations and intelligent 
descriptions of many builders’ 
anchoring devices and metal 
specialties that are famed 
throughout the world as time, 
labor and money savers. 


Dept. 728 





OP 0’ THE 


Paine Expansion Anchors, 
both steel and lead, are 
made in two types and 
many sizes. Exclusive Paine 
features make them first 
archi- 


and 





2949 Carroll Avenue 








25 YEARS OF LEADERSHIP 


o PAINE ~ 


CHICAGO 


In New York - - - 79 Barclay Street 





84 
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Caught in the act! P, C. Mulkey, sales man- 
ager of Clayton & Lambert Mfg. Co., De- 
troit, was snapped as he lit up the old 
familiar pipe 





Added Equipment and Expansion 
Result of Increased Business 

The Tennessee Mill & Mine Supply 
Co., Knoxville, was recently appointed 


a distributor for General Refractories, 
Corozone air conditioners, Will-Burt 


| stokers and Chi-Namel paints. They 
| have recently leased a new’ building 


with floor space of 7,500 square feet. 


The company reports current sales 


| to be the largest in the history of 
| the business. 


Display Rack Offered 
by Chicago Firm 

The Independent Pneumatic Tool 
Co., Chicago, Ill., are now offering a 


new display rack, especially designed 
to merchandise two Thor electric 


| sanders. 


The rack holds a 7-in., light duty 
and a 9-in., heavy duty Thor sander 
in open display where they may be 
conveniently examined and inspected. 
The rack is light in weight, meas- 


| ures 16 x 24 inches and occupies 


only about one square foot of counter 
space. It is sturdily constructed of 
sheet metal, holds the sander securely 
and compactly and is finished in red 
and white. The racks are available 
in a set with the two sanders. 


Ideal Purchases Belden Co. 


Ideal Commutator Dresser Co., 
Sycamore, Ill., recently bought out 
the “Revolution Counter” business of 
the Belden Manufacturing Co. Here- 


| after this product will be marketed 
| and manufactured by Ideal at Syca- 
_ more. 





TH! 


Tho 
unde 
wav 
men 
mac 
hari 


Hois' 
prec 
It's 1 
on c 
knov 


shov 
NOI 


you 











THE HARMONIOUS PRECISION 
OF A YALE CHAIN HOIST 


Thousands of music lovers every year listen enraptured 
under the spell of the baton. Music wells in glorious 
waves of sound from the instruments of hundreds of 
men, who play as one. Every man but a cog in the 
machine, working towards the perfectly balanced, 
harmonized whole. 


And that’s the story of Yale success. Every part in a Yale Chain 
Hoist is but a cog in the machine—working towards the perfectly 
precise—faultlessly finished whole. 


It's the type of perfection that gives Yale distributors a real edge 
on competition—because indusirial buyers throughout the country 
know and rely on Yale quality. Not only that, but experience has 
shown them that Yale Chain Hoists are SAFER and MORE ECO- 
NOMICAL as well. 


There’s real sales magic in the name YALE. Use it... 
your sales increase! 


Then watch 


Capacities: 300 lbs. to 40 tons. 


MEL ie || 


Wyre 


shin Mitel 


+ @ 
oo Fo] \ F Lowll. a, 
we Ty “} i 


Mia 




















‘. 





7 





Me 
( 
y 


} 











THE YALE & 
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YALE 


TOWNE 


IN CANADA 


MANUFACTURING COMPAN’ 


PHILADELPHIA DIVISION, PHILADELPHIA, PA. 
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Doing a big job on grinding wheels is the 
Oliver Abrasive & Tool Co., Buffalo. On the 
ladder: J. O. Temple, office manager. Be- 
low: E. L. Gauthier, stock clerk 


MORE AND MORE USERS 
ARE GETTING RESULTS FROM 


ENO 


’ =HIGH SPEED- 

HACK SAW BLADES 

; ‘ YOU Can Sell lenox Blades With Satisfaction and Profit 
SS i AMERICAN SAW & MBG. CO., SPRINGFIELD, MASS., U.S.A. 





Power Show to 
Open in Chicago 


The Chicago Exposition of Power 
and Mechanical Engineering will be 
held at the new International Amphi- 
theatre, October 4 to 9, inclusive. 
The exposition will offer a complete 
array of the latest power plant equip- 
ment, also the newest -developments 
in machinery for all of the manu- 
facturing industries. 

TRADE MARK REG. U.S. PAT. OFFICE The Chicago Power Show is re- 
ceiving broad encouragement from 


EE I 1¢) E I ‘ } I ACI interests in the Midwest and Great 
f Lakes area who have long been 
ss ee 

—— © ! 

— 9S ”~ 





anxious to secure such a presentation 

for the territory. The exposition will 

— > be under the management of the 

“ , International Exposition Co., who 

\/ have successfully conducted the Na- 

tional Exposition of Power and Me- 

chanical Engineering which is held 

Alligator Steel regularly in New York. The man- 

Belt Lacing “Never Lets agement made arrangements to in- 

Go.” The most universally used | augurate the Chicago Power Show 

after repeated insistence by national 
exhibitors. 





belt lacing on earth. Supplied in steel, 


“Monel Metal,” and alloys in twelve sizes for 
belts up to & in. Standard boxes, “Handy Packages,” 
and long lengths. The Alligator and size number are 





stamped on the lacing. 


Morehead Medal Goes 
eric 2 eabtoneprea to Dr. D. S. Jacobus 
FLEXIBLE STEEL LACING COMPANY The Morehead Medal for 1935 was 


he asia of tat Peon Pomme, taame, B.C. 9 awarded last month to Dr. David 
| Schenck Jacobus, head of the engi- 
neering department of Babcock & 
Wilcox Co., by the International Ace- 
tylene Association at its 37th annual 
convention in St. Louis. He was cited 
for his outstanding leadership in 
formulating codes and _ procedures 
which have made fusion welding ac- 
ceptable. 


Sold only through jobber-dealer trade channels. 
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Aut INDUSTRY COUPLES 
HOSE QUALITY WITH THIS FAMOUS 
BRAND NAME... (> ¢rmm 





* 














Thousands of industrial con- 
cerns think of Thermoid when- 
ever the need for industrial 
hose arises. Thousands have 
been steady customers for 
years. Working closely with 
many industries over this long 
period, we have actually 
developed many kinds of hose 
to meet the particular needs 
of every type of industry. 





Here are a few of the types 
in most constant demand. 


Air Hose 

Steam Hose 
Water Hose 
Suction Hose 
Fire Hose 

Spray Hose 
Creamery Hose 
Welding Hose 
Sand Blast Hose 
Brewer’s Hose e 


Chemical Hose 


By stocking Thermoid, you 
can render quick service to 
your trade, and youcan prom- 
ise them long service from 
its use. When unusual re- 
quirements necessitate spe- 
cially constructed hose, why 
not put your problem up to 
us at ‘Hose Headquarters’’? 


THERMOID RUBBER 


Division of Thermoid Company 


h e r 0] TRENTON - NEW JERSEY 


HOSE ° BELTING °- PACKINGS * BRAKE LININGS 
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QUALITY 
WRENCHES 











Rudy Orlob, president, Industrial “Supply 
Co., Salt Lake City, Utah, paid a visit to 
| the New York offices of MILL SUPPLIES last 


| month 








Nicholas Sales Manager 


|for Kester Organization | 
| A. R. Nicholas is now head of the | 
sales staff for the Kester Machinery 
Co., Winston-Salem, N. C. For the 
| past ten years he has been a sales- | 
man, handling mill supplies, boilers | 
and power plants, for the Lombard | 
Iron Works & Supply Co., Augusta, | 
Ga. | 
Three new members of the sales | 
staff include J. E. Day, formerly of | 
the Enterprise Manufacturing Co., | 
| Augusta, Ga.; C. R. Fogle, authority | 
| on woodworking and sawmill supplies, 
| who has been with the Orinoco Sup- 
ply Co., of Winston-Salem for a num- | 
|ber of years, and E. B. Cooke, who | 
|has just been promoted to salesman 
for the Burlington store after several 
| years’ service with the Kester firm. 
Other additions to the force are 
| F. Collier, clerk, and Miss Eva Pen- 
|land, stenographer. 
| The Kester organization has just 
|taken on Caterpillar diesel engines 
| and power units. 









STEEL HANDLE 
| NUT WRENCH 
{ Number 70 


MISeCALL 


|S. F. Glass Joins United 
Drill and Tool Corp. 


Spaulding F. Glass has entered the 
| organization of United Drill and Tool 
| Corp., Detroit, as assistant treasurer, 
according to the announcement of 
Clarence Avildsen, president. 

Mr. Glass recently resigned as 
|senior adviser of the technical staff 
|under the Commissioner of Internal 
| Revenue, Washington, D. C. He is 
}an attorney at law and a certified | 
| public accountant and prior to 1933 | 
|was jointly engaged in the practice | 
|of law and public accounting at | 
| Washington, D. C., and Kansas City, | 
| Mo., giving special attention to prob- | 
‘lems of taxation. | 





SPRINGFIELD, MASS. 






SOLD. BY LEADING OISTRIBUTORS 
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In 


almost every 
Industrial plant 
there are 


NERVOUS 


MACHINES 


that 
keepaman busy 


with a wrench 








those firms are 
POTENTIAL 
BUYERS 


of 





The Nut that can’t shake loose 


Write for Dealers 
Proposition on this 
New and Different 
Self-Locking Nut 





Cutout Section Showing 
ing in Place 


STANDARD 
PRESSED STEEL 
COMPANY 


JENKINTOWN, PENNA. 











Roston CHICAGO 
Detroit Box 519 St. Louis 
INDIANAPOLIS San Francisco 
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T. H. McDougal, left, manager of the indus- 
trial supply department, and C. T. Wett- 
laufer, right, secretary, present a knotty 
problem to the chief, Dr. C. E. Wettlaufer, 
president of the H. D. Taylor Co., Buffalo. 





Houston Salesmen 
Guests of Chicago Firm 


The Independent Pneumatic Tool 
Co., last month was host to five sales- 
men from Wessendorff-Nelms and Co., 
its distributor in Houston, Texas. 
They were: J. D. Huey, E. C. Cooper, 
E. C. Beard, E. D. Patterson and W. 
N. Chapman. 

The men were returning from a 
fishing trip in the north woods but 





paused in Chicago long enough to | 


drive out to the company’s plant 
at Aurora and spend several hours 
going into the manufacture of Thor 
electric tools. 


Mercoid Opens New Office 


J. W. Owens, vice-president, The 


Mercoid Corp., 4201 Belmont Ave., 
Chicago, Ill., announces the opening 
of a new office at 1035 Cathedral St., 
Baltimore, Md. 

“We will carry a complete stock 
of Mercoid automatic controls in 
Baltimore,’ said Mr. Owens, “John 
Jex, Jr., will manage this office, co- 
operating with our distributors in 
that area.” 


H. A. Nealley and Wife 
on European Tour 


| 





H. A. Nealley, New England dis- | 


trict representative of the Joseph 
Dixon Crucible Co., Boston, 
with his wife last month for a two- 
months’ European tour, to visit Bel- 
gium, Holland, Switzerland, Germany 
and France. While in Paris this 
month, 
their 35th wedding anniversary. Last 
year Mr. Nealley celebrated a 35th 
anniversary of his own—marking his 
35 years with the Dixon firm. 


Billings’ Engagement Announced 


Looking forward to that trip up 
to the altar, Earnest Billings, office 
manager of Williamson Brothers, Inc., 
Bridgeport, Conn., has announced his 
engagement to Miss Mary Northrop 
of Southport, Conn. 


sailed | 


the Nealleys will celebrate | 












INDUSTRY knows rnese items | 
AND LIKES THEM - - - - YOU 


CAN CASH IN ON THIS GOOD WILL — 


CARRY AND PUSH THE LINE THAT SELLS 


“Hallowell” Steel Stools 


“Hallowell” Steel Benches 





; Fig. 1334 
Pat’'d and Pat’s Pend’g 
7 q Pat. 
Fig. 732 Applied 
or Fig. 1249 
os ay oe Stools and Chairs have be- 
i ndditios ran Le ~~ * bow L6 pular because being — 





piece steel top, smooth as a surface plate, easy to teroughout Aa never jet rickety and wobbi 
keep clean. Shipped from stock, knocked down. riveted stools and chairs do—Get our Bul tin 
Drawer is extra. 506. 


“HALLOWELL” STEEL TRUCKS 





DARY 


SOCKET 
SCREWS 


Patents Pending 




















UNBRAKo 


Fig. 754 Pat. Applied For 


iMustrated is a “‘Hallowell’’ Steet Floor 
Truck, non-tilting type—one of the many 
styles -we make. Chassis is a welded wan 
of steel. a nothing to work 

and repair, cost of maintenance is 
practically ‘eliminated. Write for Catalog. 





Fig. 1434 


“HALLOWELL" 


Knurted ‘Unbrako" 
Socket Head Cap Screws STEEL 


—All mechanics use their 





Fig. 232 fingers driving Screws. TOOL STANDS 

ee Knurls gear fingers to Fig. 705 

head; fingers, therefore, ‘ 

“Unbrako”’ Hollow Set have better purchase, - e 
Screws stand up under drive faster and further. Cas er 
punishment that wrecks Pliers bite the Knurled es pec Be 
“Unbrako”, but slip on nee ; a handy 

other screws. Made of alloy oni tan, as i: sa 


steel, heat treated; there- 
fore, tough yet hard, so 
points don’t mushroom, hex 
doesn’t round. 


Ask how we lock the Made in a varie- 


ty of types for 
all purposes. 


Knurled ‘‘Unbrako’’ when 
countersunk—it'’s an ex- 
clusive feature. 





WRITE FOR CATALOGS 


STANDARD PRESSED STEEL Co. 


BRANCHES JENKINTOWN, PENNA. BRANCHES 
BOSTON CHICAGO 
DETROIT ST. Louis 
INDIANAPOLIS Box 519 SAN FRANCISCO 
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Win customers 
and keep them 


WITH THE 


ADVANCE-BADGER 


LINE OF 


CAR MOVERS 









































* The superior advantages of the 
Advance-Badger line makes it 
profitable to sell. These tools win 
customers by their strong construc- 
tion, fast action, and ease of han- 
dling. 

* Distributors can supply the de- 
mand and reap a good profit by 
selling this old, established line, 
backed by a reputation for depend- 
ability and excellent manufacture. 


ADVANCE 


CAR MOVER COMPANY 


APPLETON, WISCONSIN 


Canadian Factory—Canadian Advance Car Mover 


Company, Welland, Ontario, Canada 








\ 





Distributors from East Coast, West Coast 
and Midwest are all represented in this 
group seen at the W. O. Barnes sales meet- 
ing. Left to right, Fred P. Duffy and Glenn 
Pratt, Buhl Sons Co., Detroit; Ben F. Halli- 
day, Dunham, Carrigan & Hayden Co., San 
Francisco, and C. D. Ambler, Alden Supply 
Co., Philadelphia 


| DeVilbiss Training 
| School Opens 


| The DeVilbiss Co., has just pub- 
| lished the schedule of their training 
school for the second half of 1937. 
This school is open to DeVilbiss job- 
bers and jobbers’ salesmen to whom 
an increased comprehension 
|}company’s products will 
assistance. 
| Each training period lasts for one 
week. Classes start on the following 
dates: Aug. 9, Sept. 13, Oct. 11, Nov. 
1 and Nov. 29. Special rates in 
| Toledo hotels and boarding-houses 
near the plant have been secured by 
the company for men attending the 
| school. 

These classes have been 
tended in the past because of the 
facilities for study otherwise unob- 


prove of 


| tainable, offered by The DeVilbiss 
Laboratories. Complete information 
|may be obtained by writing The 


DeVilbiss Co., Toledo, O. 


New Lines Added by 
Cambridge House 


Two new lines recently added by 
| Cutter, Wood & Sanderson Co., Cam- 
| bridge, Mass., are the Perks safety 
washer for grinding wheels and 
“Stasafe” tablets and _ dispensers. 
Both products are manufactured by 
Standard Safety Equipment Co., 
Newark, N. J. 





Blackmer Gets New Post 


W. H. Blackmer has resigned as 
| sales manager of the Laminated Shim 
| Co., Ine., Long Island City, N. Y., to 
|accept the vice-presidency and gen- 
|eral managership of Packless Metal 
| Products Corp., Long Island City, 
| N. Y., manufacturers of seamless flex- 
ible metal hose, packless fittings and 
| other metal products. 
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ARBOR SPA 


Machine shops need De-Sta-Co 
Arbor Spacers when setting cutters 
on their Milling Machine arbors, 
and for other spacer uses. Save 
many times their original cost, and 
help to get the work out quicker. 
When your customer wants arbor 
spacers, he wants them now— and 
he will appreciate the fact that 
you can supply him. 

Moisture proof cellophane pack- 
age for customers’ visible, pro- 
tected inventory. Packages contain 
25 spacers, assorted thicknesses, 
retailing at $1.00. Attractive 
profit to Dealer. 


CERS 


Write for dealer proposition. 


DETROIT STAMPING CO. 


'g15S e 


© ESTABLISHED 


3439 W.FORT ST. DETAOIT, MICH. 


VICTOR 
BELTING 
BUILDS 
BUSINESS 


Yost 


Write for Details 


VICTOR 


53 Park Place 


BALATA & TEXTILE 
BELTING COMPANY 
New York 

345 West Hubbard Street 
FACTORY: Easton 


Chicago 


Pennsylvania 



































MERI 
Swiss ' 


files of precision 
iia 
You make friends and | 
American Swiss File & Tool Co. 
Elizabeth, N. J. 





< 














build up a profitable 
account when you sell 
American Swiss Files of 
Precision. Because they 
satisfy, are sold at no 
higher price than any 
other Swiss Pattern File 
manufactured in Amer- 
ica and the sales policy 
behind them is 100% 
through distributors. 


This assures you of a 
profitable line. 


















BRISTO 
SET & CAP 
SCREWS 


@ The multiple spline, 
Engineering’s most effi- 
cient principle of power 
transmission, is used in 
all Bristo Socket Cap 
and Set Screws. 
The Bristol Company 

Mill Supplies Division 
Waterbury, Conn 


BRISTO 


TRADE MARK REG. U. &. PAT. OFF. 


CAP AND SET SCREWS 











Here's how the Factory Supply Co., Mus- 
kegon, Mich., looks to customers entering 


the door. In the scene are L. E. Pickle, 
president; Phil Eckels (Goodyear) and Leon- 
ard Pickle, billing clerk 


Increased Trade Causes 
Erskine-Healy to Expand 


Erskine-Healy, Inc., Rochester, N. 
Y. report May and June sales the 
| largest since 1930. The company has 
added 10,000 square feet of warehouse 
space in their present building. They 
have added Alemite industrial lubri- 
cations to their equipment line and 
their sales staff has been increased by 
Charles Seabrook, whose past expe- 
rience includes eight years as an in- 
dustrial maintenance man and an in- 
dustrial specialties salesman for five 
years. 


Worthington Co. Adds 
to Warehouse Space 


A $250,000 warehouse has been 
completed to provide additional space 
for the George Worthington Co., 
Cleveland. H. H. Riddle, general 
manager of the industrial supply de- 
partment, of the company, recently 
staged a “Colonel Riddle Hour” at the 

| Manakiki Golf and Country club. 

| The affair proved a great success and 
future educational entertainment of 
this sort is being planned. 


- Gastonia Firm Handles 
Carrier Air Conditioning 


Gastonia Mill Supply Co., Gastonia, 
N. C., has become a distributor of 
Carrier air conditioning, cooling and 
heating equipment for thirteen near- 
| by counties. I. I. Arden, engineer 
| and specialist for Carrier equipment 
is now in charge of the new Charlotte, 
| N. C. branch of the Gastonia Mill 
| Supply Co. New men assisting him 
on the sales force include W. R. Strehl 
and H. Secord. 


Joins Bright & Co. 


J. Mac Feeters is now working for 
Bright & Co., Reading, Pa., he was 
formerly associated with E. W. 
Koons, Philadelphia, and has had 
eighteen years’ experience in pipes, 
valves and fittings. 
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ROPER PUMPS 


GENERAL USE 


for handling any 
clean liquid in fac- 





tories, cold storage 
plants, chemical 
| plants, dyers and 
cleaners, etc. 
| (Write for Bulletin 
MSR-3). 
POWER 

TRANSMISSION 

for hydraulic 

automobile lifts, 

en elevators, presses, 

stokers, snow 

plows, etc. 

(Write for Bulle- 








tin MSR-5). 


| MACHINE TOOLS 


for handling cut- 
| ting compounds and 
| lubricating liquids 
| on metal working 
machines. (Write for 
| Bulletin MSR-4). 





GASOLINE 
AND OILS 


especially suited 
for transferring 
petroleum prod- 





ucts in bulk sta- 
tions, refineries, 
etc. (Write for 


Bulletin MSR-7) 





| HAND TRANSFER 


rotary gear or vane 
type, for handling thin 
or thick liquids. Attach 
+o any type container. 
| (Write for Bulletin 
| MSR-2). 





HEAVY LIQUIDS 


steam jacketed for 
handling  asphal- 
tum, creosote, glu- 
cose, molasses, tar 
and other viscous 
liquids. (Write for 
Bulletin MSR-9). 





GEO. D. ROPER CORP. 


Rockford, Illinois 
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No. 720 Series Engineers’ 
Carbon Steel Wrench 


For Production - Maintenance - Equipment 


Manufacturers in almost every line 
of industry today rely on Bonney as 
their source of supply for wrenches 
and hand tools for Production, 
Maintenance and Equipment re- 
quirements. 


They realize that only ‘“*The Finest 
That Money Can Buy” is good 
enough to meet today’s require- 
ments. Bonney Wrenches are 
available singly or in sets-in carbon 



















Valves 
you can 
conscientiously 
recommend.... 


W HEN you sell Kennedy 
Valves, your customers re- 
ceive more than ordinary valve 
value, because Kennedys are 
made of specially high grade 
metal and with unusual refine- 
ments of design that result in 
easier operation, longer life and 
less renewal expense. A trial 
Kennedy installation brings you 
repeat orders, for Kennedys are 
built to give thoroughly satisfac- 
tory service in every respect. 
You will quickly find that it pays 
to handle Kennedy Valves—sold 
only through supply houses. 


The Kennedy Valve Mfg. Co. 
Elmira, N. Y. 
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Send me 
Nrenche: 
no Equipment. 


KENNE 


VALVES~PIPE FITTINGS~FIRE HYDRANTS | 





or alloy steels to meet practically 
any needs for tools of this type. 


The coupon below will bring you a 
copy of the complete catalog show- 
ing the full line. Send for your 
copy today. 


BONNEY FORGE & TOOL WORKS 


Allentown, Pa. 
Stocked by Leading Distributors Everywhere 


y N 
“atalog +S 
of Producti 





a copy 
3 and Tools -_ 





Name..- 
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Lamp Headquarters 
Located in Boston 


Boston became the lamp sales 
executive headquarters of the Hy- 
grade Sylvania Corp., July 1. This 
company has leased space in the new 
wing on the 13th floor of 10 Post 
Office Square, Boston. 

Those making their headquarters 
at this office will be S. N. Abbott, 
lamp sales manager; C. G. Pyle, 
assistant sales manager; R. S. Brad- 
ner, Boston district manager; R. H. 
Bishop, New England district man- 
ager (excluding Boston), and S. A. 
Harris, New England tube district 
sales manager. 

E. J. Poor, chairman of the board 
of directors who now makes his 
headquarters in the general offices 
of the corporation at Salem, Mass., 
will also spend a portion of his time 
in the new Boston office. Heretofore 
the corporation has maintained a dis- 
trict lamp and tube sales office in 
this same building. 








Selling Is a System 


(Continued from page 25) 








things mechanical. But usually 
the purchasing agent is sufficient- 
ly interested in holding down his 
company’s operating expenses to 
permit us to get out in back to 
present our cost saving story. 
Frankly, we have little difficulty 
obtaining permission from pur- 
chasing agents to demonstrate our 
tools and machines to the men in 
the plant who do the specifying. 

We almost invariably demon- 
strate—except in cases where we 
are trying to obtain orders for 
additional quantities of tools or 
machines already placed in the 
plant. Wherever possible, we 
carry in our hands the tool we 
hope to sell, ready for a quick 
demonstration. If the machine 
is too large to carry with us, we 
seek to bring the buying factors 
down to our store for a demon- 
stration. Failing in that, we have 
on many occasions loaded the ma- 
chine onto a truck and transported 
it out to the plant for a “show 
off.” 

I don’t believe much need be 
said about the value of demon- 
stration. Every man who _ is 
mechanically inclined likes’ to 
watch a good machine or tool in 
operation—still better, likes to 
operate it himself. And, believe 
me, we get our prospects to oper- 








due io po pe, i ie 








ate our tools or machines when- 
ever we can. 

We never consider our selling 
job done when the actual sale is 
made. It is to our interest that 
the tool or machine work prop- 
erly once it is installed. There- 
fore, we insist that our salesmen 
urge their customers to bring 
their tools into our shop for free 
checking after they have been 
in use for two or three weeks. Or, 
if the machine is too bulky to 
bring down to us, we like to have 
our mechanic go out to the cus- 
tomer’s plant and inspect it. 


— — — — 


This practice ties in very defi- | 


nitely with another sales theory 
we have. What we are most in- 
terested in, first, is in getting 
one of our machines or tools in 
operation in a plant. Therefore, 
we don’t play for whole hog or 
none. We’re frequently satisfied 
to make some kind of initial sale 
even though it amounts to only 
fifteen dollars. 
machine or tool in use, we are con- 
fident that it will support the 
claims of speed, efficiency and 
money-saving we have made for 
it—because we 


Once we get a | 


represent only | 


manufacturers who make products | 


that will enable us to maintain a 
high reputation. 
machines or tools are the “goods.” 


We feel that maintenance of | 


We know their | 


good repair service is as important | 
to our sales success as it is to an | 
automobile agency. The tools and | 


machines we sell are, most of 
them, in use constantly. When 
something goes wrong with one, 
the customer can’t wait for re- 
pairs indefinitely. 


He wants the | 


tool back pronto, and we give him | 


that kind of service. 
needed which is no longer made 
by the manufacturer, we are 
equipped to make it. We go fur- 
ther than that. If a tool or ma- 
chine requires alterations or em- 
bellishments to adapt it to a par- 
ticular job, we can, and do, make 
the necessary changes. All this 
service adds up into sales. 
doubt about that. 

What success we have had in 
selling our specialty lines has been 
due to a combination of all the 
factors I have mentioned here. 
Each of them is so vitally 


If a part is | 


No | 


im- | 


portant that to eliminate any one | 


is tantamount to risking eventual 
failure even if an immediate sale 
is made. Failure—because our 
idea of sound selling is to win 
customers on a permanent basis. 
The first sale is merely an “open- 


PHILADELPHIA 
NEW YORK ... 
LOS ANGELES 


Address the Factory or Our Nearest 


Warehouse: 


CHICAGO, 726 W. Washington Bivd. 
- 12th & Olive Sts. 
. 47 Murray Street 
- 1015 East 16th St. 


WHY 


SAFETY? 


Many industrial 
leaders have 
standardized on 
Safety Belt 
Hooks and 
Lacers. Why? 
Because leaders 
are quick to 
eliminate lost 
motion and to 
prevent waste. 

. Advertise- 
ments like this 
one are creating 
sales for Safety 
dealers. . . . If 
you do not stock 
Safety, check 
your hook sales 
for the past 
year. ... May- 
be you will want 
to jump them up 
with Safety, as 
assuredly you 
can do. 









@ Uniformity of Cleveland Cap Screws is the result 
of careful control of manufacturing methods, and 
none of our products exhibits this care in manu- 
tacture more plainly than Flat Head cap screws. Accu- 
racy of head and thread, adequate tensile strength, 
correctly cut slots—these are characteristic of our 
products. Made in a full list of sizes, American Coarse 
thread, any quantity you may need is ready for prompt 
shipment from the nearest warehouse or the factory. 
Ask for Catalog E—and current Price List. THE CLEVE- 
LAND CAP SCREW CO, 2931 E. 79th St., Cleveland, O. 


‘CLEVELAND car scrnws 





Safety 00 


WITH PATENTED, 


: 
| 


is ¥ & 3, 
oe 


6 Cut to desired lengths with 
nippers supplied in each box 


NO WASTE 


LONGER-LIVED JOINTS 
paces i : 


YOUR 
JOBBER 
CAN 
SUPPLY 
you— 
OR 
WRITE 
SAFETY 
BELT-LACER 
co., 
TOLEDO, 
OHIO 














The Binder Bars extend beyond the last hook 
at either side, making it impossible for hooks 
to tear loose and fray over the edges. The 
rawhide pin engages evenly as shown. 








= 
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CHICAGO 


HAMMERS 


_™ 














CHICAGO RAWHIDE MFG., CO. 


1290 Elston Avenue, Chicago 
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| were unheard of. 


| his selections. 


er” in many cases—a wedge to 
demonstrate the quality and cost 
savings of the lines we handle, 
our sincere interest 


to give him well rounded and effi- 
cient service. Once we have had 
a chance to “prove the pudding,” 


| we have no fear of our future 
| relations with him. 








Good or Bad Old Days? 


(Continued from page 26) 








sary to order almost daily. 


the representative who calls. 


In time gone by demonstrators | 
Now it seems | 


that we can’t live without them. 

For many years we didn’t have 
a recognized field force. A cus- 
tomer came into the store and made 


items as they could carry. 


a representative. In those days 
our business was small and com- 
pact and our people had a univer- 
sal training, so, whoever was avail- 
able—Jim or John—made the call, 
came back with the order, pro- 
ceeded to get it out and see that 
it was delivered. It was not long, 
however, before a highly special- 
ized engineering sales force was 
required which, in turn, forced us 
to split our institution up into vari- 
ous divisions for easier handling. 

Progress has hit the accounting 
department, too. Time was when 
the day book or ledger (that any- 
body could work if his handwriting 
was good) seemed to answer. It 
was a rarity to buy for cash unless 
some manufacturer was hard up or 
had planned a trip to Europe and 
needed some money to tide his place 
over until he returned. 
case of give the order, receive the 
merchandise and pay for it when 


| you got ready—30, 60 days or any 
| time as long as the manufacturer 


was satisfied with the credit risk. 
Today, if you don’t take advan- 
tage of the discounts—or at least 
mail a check on the 10th, 15th or 
20th, or whatever the terms may 
happen to be, regardless of your 
credit standing, it is not unusual 


to receive a telephone call or tele- | 
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in the cus- | 
tomer at all times and our ability | 


It is a | 
rarity today to hand an order to | 


Purchasing agents | 
| or their assistants came down in a | 
| horse and buggy and picked up such | 
When | 
industry began to “hum” we would | 
occasionally receive a call to send | 


It was a | 








2 
one Usaprace T° STAND AND WE WILL MOVE THe Aary 


Trade mirk registered U. S. Patent Office 


NONE BETTER than 
THE FAMOUS 


"ATLAS" 


|| MANUAL FREIGHT CAR MOVERS 


You can depend on per- 
fect performance and 
complete satisfaction with 
an "ATLAS." 


Your DISTRIBUTOR can 


fill your requirements. 


Manufactured only by 


APPLETON - ATLAS CAR MOVER CORP. 
2947 No. 30th St. Milwaukee, Wis. 


(Formerly Appleton Car Mover Co., Appleton, Wis.) 














NO REPAIR SHOP 


WITHOUT THEM! 


SHIM STOCK 


IN HANDY CARTONS 


the slot and cut it off! 


These handy cartons of thin brass or 


Precision shim stock... thicknesses from 
001” to .015”; strips 6” x 100”. 

(Shim brass and steel also supplied in 
rolls 6” wide and sold by weight.) 


SOLD THROUGH MILL SUPPLY HOUSES 
A complete line of shim stock 
and arbor spacers 


LAMINATED SHIM COMPANY, 
LONG ISLAND CITY 


INC. 





CAN AFFORD TO BE 





Simply pull the thin shim stock through 


steel shim stock will save time and 
trouble AND PREVENT WASTE in every 
tool room, maintenance and repair shop. 


NEW YORK 
743 
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gram stating that payment of the 
invoice will be appreciated. 

There is one phase that hasn’t 
seemed to change much. Friendship | 
between dealers and manufactur- | 
ers is just as strong as ever, and 
the confidence of the buyer is just 
as great in the supplier as ever. 
In fact, in no business that I know 
of does there seem to be the out- 
standing closeness and happy re- 
lationship between buyer and 
seller that exists in the industrial 
supply business. For that circum- 
stance, let us all give thanks—for 
as long as it exists, we may always 
say that the “good old days” are 
still with us. 


More Money for 
DISTRIBUTORS 


selling 


CAPITAL RED CAP 
BRUSHES & BROOMS 


Go after industrial brush and broom business with this 
perfect line to help you. Capital Red Caps are widely 
used in all manufacturing and service industries. 


Distributors all over the country recognize the Capital 
Red Cap Line as a definite sales and profit asset to 
their business. Our distributor policy affords substan- 
tial opportunities and gives you worthwhile protection 
in your efforts. Make good use of our new catalog 
No. 37. 





LOONTEE 








GUESS WHAT! 


(Answers to Questions on page 29) 


)e} 3) 1») GA >) 











BASS PUSH BROOM 





1. Selecting belts of improper con- 
struction for the pulleys, and basing 
the choice of belts on motor ratings 
rather than on peak loads. 

2. Two to fifteen plies and 1 to 72 
inches wide. 

3. For narrow belts, pulleys should 
be at least 4 inch wider than the belt, 
for medium-width 1 inch wider, for 
wide belts 2 inches wider. 

4. Light single. Heavy triple. 

5. 3 inches in diameter. 

6. Larger—it is 5 inches. 

7. Minimum pulley size is 48 
inches. 

8. Obviously, as the are of contact 
of a belt with a pulley is reduced, 
some correction must be made for 
it. Thus, for 180-deg. are of con- 
tact, the factor is 1, rising to 1.23 
for 130 deg. 

9. It should be doubled. The serv- 
ice factor, in other words, is 2. 


METAL CASE BROOM 


INDIANAPOLIS 
BRUSH & BROOM MFG. CO. 


ESTABLISHED 1890 
Corner Brush and Broom Street, Indianapolis, Ind. 


BLY FROM 


DISTRIBUTORS 


FOR ECONOMY 




























"Maxi" taps, twist drills and reamers “ring the 
bell" with customers; they improve production 





10. Never less than 2. 

11. Only 1—this is the normal con- 
dition. 

12. Iron, with a tensile of 70,000 
lb. sq. in.; traction steel at 160,000; 
cast steel at 170,000; extra-strong 
cast steel at 190,000; plow steel 210,- 
000; and improved or high-grade 
plow steel at 230,000 Ib. per sq. in. 

13. Galvanizing reduces the above 
values 15,000 to 20,000 Ib. per sq. 
in. 

14, Tough and pliable, but rela- 
tively low in strength; used where 
speeds and abrasions are low and 
loads are moderate. 

15. Traction steel is designed ex- 
clusively for traction-type elevators. 

16. Cast steel is stronger than the 
preceding two, yet tough and pliable. 
It will bend over small sheaves and 


has rather good resistance to abra- 
sion, 



















and lower operating costs. Constantly increas- 
ing demand offers distributors a real opportunity 
to greater sales and profi ts. 

There's no hokum about "Maxi." It's a special 
surface treatment developed by "Greenfield." 
Arrange a competitive test and your selling job 
is over. The "Greenfield" representative in your 
territory will be glad to help. 


GREENFIELD TAP & DIE CORPORATION 
GREENFIELD, MASS. 
Detroit Plant: 2102 West Fort Street 


Warehouses in New York and Chicago 


In Canada: Greenfield Tap & Die Corp. of 
mada, Ltd., Galt, Ont 


AUN\. GREENFIELD 


Maxi Ca Tools 
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Belt Fastener 


Unique features of the Alligator 
V-belt fastener are the double rocker 
pin supported in bronze bushings and 
the method of holding the end plate 
to the belt end without materially 
weakening the belt or bulging its 





oe, 


sides. The fastener simplifies the 
installation, shortening or _ replace- 
ment of V-belts on the job without 
delays or the necessity of tearing 
down expensive installations. Appli- 
cation of the fasteners is rapid and 
easily made through the use of 
illustrated directions and tools sup- 
plied by the manufacturer. Primary 
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buying officials to be contacted in in- 
troducing this product are plant man- 
ager, purchasing agent, maintenance 
superintendent and chief engineer.— 
Flexible Steel Lacing Co., Chicago, 
Ill.—MILL Suppiies, August, 1937. 


Wire Skinner 


A handy new tool that can be used 
to cut and strip the insulation, scrape 
the wire, and straighten kinks and 
sharp bends has just been announced. 
Its hardened tool steel blades have 
the cutting edges hollowed in the 
center to prevent the wire from slip- 
ping out of the tool. They are re- 
movable for resharpening. The alu- 
minum handle hooks around the fin- 





gers to give pulling grip. The back 
of this handle is grooved to supply 
a means of straightening kinks and 
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sharp bends in the wire. The unit 
is light and compact. The length of 
this tool is 53 inches. Primary buy- 
ing officials to be contacted in intro- 
ducing this new product are purchas- 
ing agent, electrical and plant engi- 
neers, and foremen.—lIdeal Commuta- 
tor Dress Co., Sycamore, Il].—MILL 
SUPPLIES, August, 1937. 


Specialty Pump 


A new pump of unique design and 
with an unusual adaptability as a 
specialty pump, consists of positive 
pressure rotating piston revolving in 
a helical stator. It is valveless, yet 
self priming to within 14 in. of mer- 
cury barometer. Its flow is uniform, 
and it is claimed that it will pump 
anything that will flow in pipes. It 
is particularly recommended as being 
practically unchokable and will handle 
from 25° to 35° of solids suspended 
in liquids. Because of its simplicity 
of construction, its ability to handle 
without difficulty materials that have 
been troublesome with other types of 














HOW THE PICTURE CHANGED 


when a new Parker-Kalon line was introduced 





were sol 
TORS WERE LE 


FT OUT IN 


XYZ MANUFACTURER DISTRIBUTOR CONSUMER 














PARKER-KALON DISTRIBUTOR CONSUMER ; 





There are good reasons why distribu- 
tors like to work with Parker-Kalon 


Every new line of products offered by Parker- 
Kalon has been a big success. Every one has built 
new or larger profits for distributors. The history 
of Parker-Kalon’s entry into the Wing Nut, Cap 
Nut, Thumb Screw market is typical. 


Such products had been sold direct, leaving dis- 
tributors out of the picture. It didn’t pay distribu- 
tors to sell them. Yet, it was estimated that a hun- 
dred million Wing Nuts alone were used yearly. 
All this was changed by Parker-Kalon’s new line 
which enabled distributors to offer neater and 
stronger products... priced to meet direct-sellers 
competition... yet with a liberal profit margin. 
Backed by some real merchandising, for which 
Parker-Kalon is well-known, Parker-Kalon Dis- 
tributors are now getting the lion’s share of all 
the business done in such fastening devices. 





Cit) 


PARKER-KALON ads FASTENING DEVICES 


aaa 
y 
A HARDENED SELF-TAPPING SCREW FOR EVERY KIND OF ASSEMBLY Tyre a” ive 


THIS IS THE POINT—The record shows that 
Parker-Kalon doesn’t burden distributors by con- 
stantly adding new lines without good reason... 
doesn’t jump into a field with “just another pro- 
duct.” It is known that Parker-Kalon first must 
have something of outstanding merit to offer. 
Further, that Parker-Kalon doesn’t stop at an an- 
nouncement of a new and better product, but al- 
ways backs it with an outstanding and consistent 
job of sales promotion that gets business for dis- 
tributors. Then, gives distributors the protection 
and support of the famous Parker-Kalon Sales 
Policy. 


In this record is one of the important reasons why 
distributors like to work with Parker-Kalon, and 
why they get-together with Parker-Kalon and “put 


over” new lines in such a big way. 


PARKER-KALON CORP., 192 Varick St., New York 


SOLD ONLY THROUGH RECOGNIZED DISTRIBUTORS 
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COFFING “besicn 


RATCHET LEVER--SPUR GEAR--ELECTRIC 








LOW in first cost and 


maintenance . 


HIGH in service and 








profits 



























































RATCHET 
LEVER 
HOIST 
1 q \ 
e 
"CHALLENGER" 
HOIST 




















Coffing Hoists are money savers for 
users. The initial outlay is small, the 
upkeep is reasonable, and the economi- 
cal, long-lived, smooth operation make 
them definite sales builders for a broad 
variety of industrial uses. 


Sales opportunities are unlimited. In- 
dustrials and shops of all kinds are 
potential users, whether they have lift- 
ing or lowering problems. These hoists 
will make money for you. Write today 
for further information! 


COFFING HOIST CO. 
DANVILLE, ILLINOIS 
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HOISTS 


| an assembly of 


pumps and the ease of renewal of 
parts, it has found wide application. 
Primary buying officials to be con- 
tacted in introducing this product 
are plant manager, purchasing agent, 


chief engineer and master mechanic. | 


—Robbins & Meyers, Inc., Spring- 
field, O.—MiILL Swupp.ies, August, 
1937. 


Over-Running Clutch 
E 





An over-running or 
clutch has just been _ introduced 
which transmits power efficiently 
through the operating cycle on recip- 
rocal motion or intermittently run- 
ning machinery. 


free-wheeling 


rollers, hardened 
races and springs which bind the 
driving and driven members together 
when transmitting power, or auto- 


| matically disengage when the speed 


| of the 


driven member exceeds that 
of the driver. This allows the clutch 


to coast or over-run until the speed | 


| of the driver increases or the driven 


| dual 
mover which is not in immediate use | 


machine diminishes to the point where 
the clutch again takes up the load 
automatically. This over-running 
clutch is being used in the steel and 
steel products, paper, textile, rubber, 
foods, ceramics ar? other major in- 
dustries. The unit 
drives to protect the prime 
and to transmit 
buying officials to 
introducing this 


power. 
be contacted in 
product 


are pur- 
chasing agent, superintendent and 
chief engineer.—The Hilliard Corp., 
Elmira, N. Y.—MILL Suppwigs, Au- 
gust, 1937. 


Single-Roll Crusher 


A new single-roll crusher specially 
designed for the preparation of 
stoker and smaller size coal with a 
minimum of degradation and over- 
size has just been developed. Its re- 
newable segments carry thin, sharp 
pyramid and spear-point teeth, also 
insertable “Wejtite” feeder teeth for 
use where reduction of large coal is 
required. These teeth with the pat- 
tern of their spacing, minimize deg- 
radation by causing a piercing ac- 
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Inside the unit is | 


is also used in | 


Primary | 


BALL BEARING 
LOOSE PULLEYS 


ee | 54 


SUPPLY QUALITY 
GIVE SERVICE 
MAKE PROFITABLE SALES 


@ Simple in construction — Bearings 

are dustproof—Save time in oiling— 

Save cost of lubricant—Save replace- 
ment costs. Sell these established 
pulleys — Make money — Build up a 
profitable pulley business—Write for 
catalog. 


CHICAGO PULLEY & 


SHAFTING CO. 
21 N. Des Plaines St. CHICAGO, ILL 














BALDOR 
scxanc GRINDERS 


Built For Heavy 
Production Service 





GUARANTEED 1 YEAR 


No. 996-B 10-inch ball-bearing Bench Grinder. 
i'2 H.P. BALDOR otor. 1725 r.p.m., 220 
volts, 3-phase, 60 cy. Wheels. 10” diamctcr: 
1” face; 34” bore. Net wt. $ 

155 Ibs. § Yr. Guarantee 


DISTRIBUTORS—Write 
Get prices and discounts on complete line 
bench and pedestal types. 
BALDOR ELECTRIC COMPANY 
(Electrical Manufacturers for 17 Years) 
4364 DUNCAN AVENUE ST. LOUIS. MO 
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low Your Advertising Department Can Do A Bigger Job 


your Advertising Department prepared to meet the 
thallenge of today’s complex conditions .. . to live up 
ois new opportunities . .. to assume broader re- 
sponsibilities? Has it the training, the vision and the 
courage to do more than a routine job? 


How your Advertising Department can do a bigger job 
vil be the principal theme of the 15th Annual NIAA 
hdustrial Advertising and Sales Promotion Conference 
md Exposition at the Edgewater Beach Hotel, Chicago, 
September 22 to 24, 1937. There will be talks by 
utionally known industrial leaders ... by sales execu- 
ves... and advertising directors. There will be 
yeaking sessions, round table discussions, clinics on 
wmerous specific topics, extensive exhibits of adver- 
ling and sales promotion materials, and rare oppor- 
‘unities for person to person exchange of ideas. 


— . 
Are You a lon Executive? 
This conference offers you a composite of manage- 
ment’s experience with respect to industrial marketing 
tends . . . distribution practice ...and directing 
Advertising and Sales Promotion Departments not only 
‘0 sell merchandise, but also to do the urgent job of 


TAA 





¢ « 15TH ANNUAL 
ADVERTISING AND 
SALES PROMOTION 
CONFERENCE AND 
EXPOSITION 





improving public relations. It will be a highly profit- 
able investment for you to attend with your Sales 
Manager and your Advertising Manager. 


Are Yau a Sabes Director? 
In addition to the foregoing, the NIAA conference offers 
you information on the most effective sales promotion 


policies and practices ... the coordination of adver- 
tising with personal sales activities. 


Are you an Advertising Manager? 


From this conference, you will get inspiration ... a 
broader viewpoint ...a new vision of your oppor- 
tunities, as well as “brass tack’ information about 
various details of advertising and sales promotion. 


An Ideal Convention Spot 


The Edgewater Beach Hotel, the convention site illus- 
trated above on the shores of Lake Michigan, offers un- 
paralleled opportunities for fun and recreation 

bathing, an abbreviated golf course, night clubs, etc. 
This conference, sponsored by the National Industrial 
Advertisers Association, will afford ample opportunity 
for entertainment, as well as work. Mail Coupon Below. 


MR. H. -D. PAYNE, Chicago Molded Products Co. 
2145 W. Walnut St., Chicago, II. 


Please send further information about the program of the 1937 Contfere 
and Exposition. sponsored by the National Industrial Advertisers Associa 





This advertisement prepared by Commercial Advertising Agency Inc., Chicag 








SCREW SIUCA 


POPULAR B&L GRADES 


Steadily growing demand for B&L Cold 
Finished Bar Steels reflects industry's ap- 
preciation of their uniform quality . .. so 
important in fabricating these steels and 
in applying them to the severe service 
encountered in modern machinery and 
equipment. 






Due to the widespread step-up in produc- 
tion, the popular items to carry for im- 
mediate turnover are B&L grade of SAE 
1112, Ultra-Cut and Open Hearth free- 
cutting screw steels . . . available in 
Rounds, Squares, Flats and Hexagons. Now 
nationally distributed from warehouse 
stocks from Coast to Coast. 


Commercial Shafting @ Special Sections 
Extra Wide Flats a Alloy Steels 


BLISS & LAUGHLIN, INC. 


HARVEY.ILL. Scales Offices in all Principal Citiee BUFFALO.N.Y. 











POSITIVE 
DROP 
TIGHTNESS 






Ji uppli d 
Lmprintd 
lo 
Authorized 
Distributors 


Cochrane envelope enclosures are valu- 
able aids to distributors’ salesmen who 
handle Cochrane Steam Specialties. They 
present a concise story of superior 
products, low in maintenance, simple in 


years’ reputation Cochrane nas gained 
as specialists in the manufacture of 
equipment for the economical utiliza- 
tion of steam. 


design, sturdily constructed for long This is the selling force back of 
life and economical operation. This sales °VY®TY Cochrane trap, valve, drainer and 
story is backed by trade paper adver- ‘%@parator you offer your trade. Why 
tising completely covering the power and not send for details of our “Distributor’s 
process steam fields—and by the many Agreement’? 

















SPECIALTIES 
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tion rather than a mashing action. 
A new breaker plate design elimi- 
nates boiling of the feed and 
increases the capacity. An extended 
shoe carries the business zone farther 
along the roll to minimize oversize. 
These new features are also obtain- 
able in replacement parts for change- 
over of earlier type Jeffrey single- 
roll crushers. Primary buying off- 
cials to be contacted in introducing 
this product are plant manager, pur- 
chasing agent and maintenance su- 
perintendent.—The Jeffrey Manufac- 
turing Co., Columbus, Ohio.— MILL 
SUPPLIES, August, 1937. 


Refrigeration Service 
Thermometer 
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This thermometer is a vapor ten- 
sion bourdon type instrument set in a 
sturdy, compact case completely en- 
circled by a thick rubber ring which 
prevents scratching the surface on 
which it rests. Its dial is clearly 
marked with one-degree calibrations 
and a red pointer that can be read 
accurately at a distance. A length 
of capillary tubing is wound on a 
drum which is concealed in the back 
of the case. The tubing is suffi- 
ciently slender to pass between the 
refrigerator door and jamb without 
marring the door. The thermometer 
is provided with a “recalibrator”, a 
new feature in pointer setting meth- 
ods. Best markets for this thermom- 
eter are ice plants, dairies, refrigera- 
tion plants, hospitals and ice cream 
plants. Primary buying officials to 
be contacted in introducing this prod- 
uct are purchasing agent, mainte- 
nance superintendent, chief engineer 
and service manager.—Jas. P. Marsh 
Corp., 2073 Southport Ave., Chicago, 
Ill.—MILL SuppPuies, August, 1937. 


Conveyor Wheels 


A new development in anti-fric- 
tion products is the _ rubber-tired 
wheel for conveyors. When mounted 
in light frames, this wheel becomes 
a conveying surface for shingles, steel 
sheets, glass or any fragile object 
which must be protected from jarring 
or scratching. The wheels are of 
pressed steel construction, having 
hardened steel inner and outer bal! 
races. The rubber tire, a feature 
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which makes the wheel adaptable for 


many uses, is steamed into place. It ITI ES 
contracts upon drying and fixes itself SALES OPPO RTU 

solidly on the wheel. The company . " 
has identified these wheels as types 

has entified these wheels as tyres 1 In Most of Your Customers Plants 
of heavier construction. Primary 
buying officials to be contacted in in- 
troducing this product are plant man- DESMOND DRESSERS AND CUTTERS 
ager, purchasing agent and superin- 
tendent.—Mathews Conveyor’ Co., 
Ellwood City, Pa.—MILL SuppPuigs, 
August, 1937. 





















e 
SIMPLEX 


Steel Slide 


VISES 


The exclusive 100% solid steel 
slide makes them stronger and 
more serviceable. 





Every one of your customers’ grinding 
wheels will grind faster and more ac- 
curately if it is regularly dressed and 
trued with Desmond Dressers and 
Cutters. 

We make the only complete 
line of these tools and 
their national accept- 
ance makes sales 
easier for you. 


Grinders 


TOTALLY ENCLOSED /f 


The ad 
vantages of 
this modern vise 
are self evident to 
your customers and you 
will like our uptodate sales 
assistance and co-operation, 
Let us send you our new vise 
catalog and full information on our 
distributor co-operation. 








You will find many sales and good repeat orders on Desmond Dressers and 
Cutters and Simplex Vises. These lines are worth investigating to-day. 


THE DESMOND-STEPHAN MFG. CO. 


URBANA, OHIO 


Hammond grinders of 3 h.p. ca- 


pacity and up have been redesigned 
and equipped with totally enclosed, 
fan-cooled motors. The rotor and | 
stator on these units are in an en- | 
closed chamber sealed against the 
entrance of foreign matter. Two 
fans force cooling air around the 
outside of this chamber, serving to 
extract heat from the motor. The 
fan-cooled type motor is said to with- 


stand greater overload with a lower 


temperature rise. These grinders A N D T RO U ‘5 LE 
are equipped with automatic starters 


with thermal overload protection, 


oversize ball bearings, adjustable eye | YQUR CUSTOMERS WILL <a 
shields made of shatterless glass and ~~ 
push button remote control. Primary 4g p 
buying officials to be contacted in in- BE MORE SATISFIED WHEN V4 
troducing this product are plant 


« 
manager, purchasing agent and chief YOU SELL National “ V4 























engineer. — Hammond Machinery 


Builders, Inc., Kalamazoo, Mich.— TWIST DRILLS, HOBS, REAM- 
MILL SupFiies, August, 1937. 
ERS AND MILLING CUTTERS! 


Compressor Units 


An improved line of tank-mounted NATIONAL TWIST DRILL AND TOOL co. 


compressor units for general indus- 








: ? DETROIT U. S. A. 

trial service has just been developed. 

The single stage units are available Tap and Die Division, WINTER BROS. CO., Wrentham, Mass. 

with vertical compressors The mo- Factory. Branches: ° New York . Chicago . Philadelphia « Cleveland 
: : egpresess istri in Principal Citi 

tor sizes range from one-quarter to Distributors in Principal Cities 
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Recommend 


MAUREY 


PULLEYS 
...Watch 
SALES grow... 


MAUREY 
TYPE 
NO. 3 

PULLEY 





CROSS SECTION 
TYPE NO. 3 


MAUREY 








ALL-STEEL 
V-PULLEY 

















* Sell Maurey 
V-Pulleys for their 
strength, perform- 
ance, and appear- 
ance. The line is 
complete. These 
superior advan- 
tages are building profitable business 
for many Maurey distributors. You, 
too, can use them to make your pulley 
sales yield more and better profits. 

We have a highly effective sales 
plan which provides protection, good 
profit margins, prompt service, and 
minimum investment. 

Get details. 


MAUREY 
MANUFACTURING 
CORP. 


2907-15 S. WABASH AVENUE CHICAGO, ILL. 
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five h.p., with displacements from 1.43 
to 67 cubic ft. per minute at a maxi- 
mum pressure of 250 pounds per sq. 
in. Two-stage units are available 
with angle-type compressors. The 
motor sizes range from three-quarters 


to ten h.p., with displacements from | 
3.9 to 45 cubic ft. per minute at a | 


maximum pressure of 250 pounds per 
sq. inch. A pressure switch, with a 
valve for unloading the compressor 
when starting or stopping is fur- 
nished on all models. Other features 
include balanced crankshaft, full- 
floating wrist pins and honed cylinder 
walls. Primary buying officials to 
be contacted in introducing this prod- 
ust are plant manager, purchasing 
agent and superintendent.—Worth- 
ington Pump and Machinery Corp., 
Harrison, N. J.—MILL SUPPiIEs, 
August, 1937. 


Heavy Vehicle Fire Extinguisher 





This fire extinguisher was designed 
to meet the rigorous requirements 
of truck and bus service. They are 
of shock 
withstand excessive 
are supplied with 


vibrations 
steel 





absorber construction to | 
and | 
brackets | 


made in two styles, one for mounting | 


on the steering post and one 
convenient location on dash or in- 
side of cab. They have double ac- 


tion pump with rotating pickup which 
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for | 


| discharges a continuous stream 25 to | 
















Rugged PLOW BOLTS 


Triplex Plow Bolts are husky and powerful, 
formed and threaded with skillful precision, 
electric heat-treated and quenched in rust- 
resisting oil. You'll find Triplex a better 
source of supply. 


Write for catalog, prices, samples 


THE TRIPLEX SCREW CO. 
5307 Grant Ave., Cleveland, Ohio 


Lia SET SCREWS, BOLTS AND NUTS 








Uniform 
Quality 














TRADE mane 


FITLER ROPE 


A Rope For Every Requirement 


Manila Rope 
Bolt Rope 
Hoisting Rope 
Transmission Rope 
Tarred Hemp Cordage 
Sisal Rope 
Drilling Cables 


THE EDWIN H. FITLER CO. 


Philadelphia Cordage Works 
Established 1804 


ST. LOUIS NEW ORLEANS 
LOS ANGELES HOUSTON 


NEW YORK 
CHICAGO 


























‘PRODUCTS 


e Caretul, expert manufacture of all Globe 
Products assures you of consumer ac- 
ceptance with complete satisfaction... 
Globe makes it easy for you to sell. 

e There's a Globe Belting and Webbing 
product adaptable to nearly every large 
industry and small business. And in 
every line Globe builds you a sound 
repeat order business. 


eSELL THESE GLOBE LINES FOR 
YOUR BEST PROFITS... 


SOLID WOVEN White Cotton BELTING 

ENDLESS WOVEN BELTS 

Solid Woven Waterproof 
Treated Belting 

Harvester Webbing 

Sifter Brush Webbing 

Shoe Machine Webbing and Belting 

Bolting Cloth Webbing Specialties 


WRITE TODAY FOR INFORMATION! 


Apron Webbing 
Spindle Banding 
Linen Webbing 
And other Webbing 


GLOBE WOVEN BELTING CO., Inc. 


1402 CLINTON ST. 


(Est. 1916) 
BUFFALO, N. Y. 
4 








SAFETY Pays 


Capable workmen are assets to an or- 
ganization, and capable management 
will not permit them to be needlessly 
handicapped. That makes pants of all 
sorts prospects for a reasonably-priced, 
absolutely reliable, durable and com- 
fortable dust mask such as NO. 872, il- 
lustrated below. 


CESCO 





RESPIRATORS 


Dealers handling Cesco products report 


steady and increasing sales. Our line 
has many exclusive features that win 
ready acceptance. For instance, No. 82 
(above) has a knitted cloth facelet— 
very soft and pliable. Special type 
valves prevent reinhalation, and the 
filters stop dust but not free passage of 
air, Write for descriptive literature. 


CHICAGO EYE SHIELD CO. 
2329 WARREN BLYD. CHICAGO 








30. feet. 


The tire extinguishing 
liquid used is said to be non-conduc- 
tive and safe to use on electrical 
fires, will not freeze at 50 degrees 
below zero, does not deteriorate and 
does not require annual recharging. 
Primary buying officials to be con- 
introducing this product 
are plant manager, purchasing agent, 
and 
superintendent. — Pyrene 
turing Co., Newark, N. 
Suppeuies, August, 1937. 


tacted in 


superintendent 
Manufac- 
J.—MILL 


Safety Belt Guards 





New belt shields are now available 
for any Atlas 9 or 10 Series lathes 
with self-contained countershafts. 
3oth guards are aluminum castings 
with pin-hinges for quick raising and 
speed changes. It is not necessary 
to remove guards to change belts. 
The left guard covers the motor-to- 


countershaft belt and has a special 


inner guard for the pulley on the 
countershaft. The right guard cov- 
ers the belt from countershaft to 


lather spindle. The entire assembly 
is ready tapped for easy installation. 
officials to be 
tacted in introducing this product are 


Primary buying con- 


plant manager, purchasing agent, 
supe rintendent and foreman. —Atlas 
Press Co., Kalamazoo, Mich.—MILL 


SuPPLIES, August, 1937. 


Wheel and Knife Cutoffs 











WHEEL ROLLER CUTOFF 


There has been much controversy 
the relative merits of wheel 
and knife cutoffs as applied to small 
pipe machines. The Beaver Model-A 
machine enables the buyer to 


over 


now 
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maintenance | 





-and IMPERIAL service tools 
would quickly correct it! 


AYBE this picture is just a trifle 
exaggerated but there is no doubt 
about the fact that tubing work can be 
mighty exasperating. 
Installation men, service men, mainte- 
nance men and the production depart- 


ments of industry are taking a three way 


crack at the tubing problem. First they 
are using Imperial copper tubing. Then 
they are using the various Imperial con- 
necting fittings and third, they are using 
Imperial service tools. 

Write for detailed information about 
Imperial’s complete line of inexpensive 
service tools that take all the grief out of 
tubing work. 


IMPERIAL BRASS MFG. CO. 
511 S. Racine Ave., Chicago, Il. 


aes /\ 


No. 94-F V-type tube 
cutter for hard or soft 
tubing 3/16" to 3/4" 
O, D. Forged brass 
body, chromium finish, 
Especially good for 
close quarters. List 
2.25 each. 


No. 127-F Junior tube 
cutter takes all copper, 
brass, aluminum, block 
tin, and lead tubing 
3/16" to 3/4" ©. D. List 
price $1.25 each. 


No. 101-F set of 
six tube benders 
for bending by 
hand without kink- 
ing or collapsing 













tube, Spring No. 93-F flaring tool for 
wire, cadmium 3/16" to 1/2" ©, D. tub. 
lated, Set for ing, Avoids splitting 
} "s 6/16", 3/8" and cracking of tubing 
7/6", 1/2" and and assures proper 


5/8" ©. D. tub- 
ing. List price 
$2.10. Also sold 
separately. 


taper for tight joint. No 
vise required and no 
dies to get lost. List 
price $3.00 each. Other 
sizes also available. 
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CHECK THESE POINTS 
on the 


EFF IC I/ENT 
ECONOMICAL 
VERSATILE 


BAND SAW faq 






Run down the list of advantages 
a Wells Band Saw has. Then 
consider what these features 
would mean to you. 


They are the reasons why Wells 
Band Saws sell quickly. And 
quick selling products are the 
ones that make profits. Look 
into the possibilities of these 
saws — then you'll decide that 
they can make money for you. 
We will gladly send you details 
without obligation. 


WELLS MFG. CORP. 






NO. 8 SIZE NO. 5 SIZE 
8” diameter 5” diameter 
eth “Sh THREE RIVERS, MICH. 


STEEL 


HERCULES icisinc 
5% Stronger” 


NOTE THE EXTRA “SWELL” 
OF STEEL AT THE WELD 


Fabricated from special analysis, heat treated steel, 
Hercules Loading Chain is further strengthened by 
the patented “Inswell” welding process which builds 
extra metal into the weld on the inside. 
is carefully tested to twice its safe 
working load, and stamped with 
the letter “H"”—your assurance 
of extra safety and extra wear. 
Bright nickel-like appearance. 
The perfect load chain. Sizes 
from *4¢'' (safe working load 
1,100 Ibs.) to 4%” (s.w.|. 
12,500 Ibs.) 


















Every link 


WHERE STRENGTH 
1S VITAL 


*25% Higher in Elastic Limit 
*25% Higher in Tensile Strength 
*25% Higher in Safe Working Load 


COLUMBUS-McKINNON CHAIN CORP. 


General Sales Offices: TONAWANDA, N. Y. 
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CHAIN 








SPRING-FED KNIFE CUTOFF 


select either type of cutoff at the 
same price. The knife cutoff is said 
to be better than the wheel cutter 
for soft electrical conduit and _ is 
necessary for scarfing pipe for weld- 
ing and for grooving pipe for Vic- 
taulic couplings. The wheel cutter 
is recommended for solid round bars 
and is simple, fast and fool-proof. 
These cutoff devices are _ inter- 


| changeable by simply removing one 


| ing 





stop screw. Primary buying officials 
to be contacted in introducing this 
product are plant manager, purchas- 
agent and superintendent.— 
Beaver Pipe Tools, Warren, 0O.— 
MILL Supplies, August, 1937. 


Master Feeding Finger 





A new master feeding finger is now 
equipped with interchangeable pads 
of hardened steel, bronze or cast iron. 
The entire finger is given a spring 


temper treatment for tension for 
holding the pads and stock. The 
two pads take the wear from the 


finger and can be interchanged with 
pads of a different material, size or 


cb fF ff 


PADS OF THREE METALS 





shape as the demands of work re- 
quire. A hardened steel pad gives 
the maximum wear life and_ is 
suited for most screw machine jobs. 
Bronze pads are superior for feeding 
polished stock and have less tendency 
to mar or injure the surface finish. 
Cast iron pads are suitable for feed- 
ing polished stock where the re- 
quirements are not as severe as to 
demand bronze pads. Feeding fin- 
gers are available in a complete 
range of sizes for round and hexag- 
onal stock. Primary buying officials 
to be contacted in introducing this 
product are purchasing agent, super- 
intendent and master mechanic.— 
Brown & Sharpe Mfg. Co., Provi- 
dence, R. I.—MILL Suppuies, August, 
1937. 
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Milling Machine Vise 





This new milling machine vise has 
the indexing on the base accurately 
and a range of 180 degrees. It is 
not hand stamped. This makes more 
accurate work possible. Base of the 
yise and the bottom of the swivel in- 
dexing base have milled §-in. key- 
ways for lining up. The vise is made 
ff semi-steel casting and the jaw 
facings are hardened tool steel and 
gound. It is accurately machined, 
al parts are interchangeable, screw 
has the Athol buttress thread and 
removable handle made of “Hy- 
Tenso” metal. Furnished in two 
sizes, 4-in., and 6-in., jaws, and also 
furnished without the swivel base. 
Primary buying officials to be con- 
tacted in introducing this product are 
purchasing agent, superintendent, 
plant manager and foreman.—Athol 
Machine & Foundry Co., Athol, Mass. 
—MILL SUPPLIES, August, 1937. 


Hand Truck 


A new truck for handling rolls of 
paper up to 36-in. in diameter and 
83-in. in length, especially developed 
to facilitate the handling of rolls of 
paper, has just been placed on the 


market. Made of steel, well braced, 
the manufacturer claims it is strong 
enough to carry ton loads. The 
hinged type nose and adjustable run- 
ning gear are design features that 
make it possible for two men _ to 
maneuver heavy loads without diffi- 
culty. The hinged nose of the truck 
is placed under the roll, the roll being 
pulled over onto the truck, and the 
body of the truck rising upward until 
the load comes to rest in a balanced 
position. Primary buying officials to 
be contacted in introducing this prod- 
uct are plant manager, purchasing 
agent and superintendent. — The 
American Pulley Co., 4200 Wissahic- 
kon Ave., Philadelphia, Pa.—MILL 
Suppuies, August, 1937. 











IDEAL for 


The UTICA Standard Side Cut- 
ting Plier is the ideal tool for 
electrical construction work. It is 
light in weight but so skillfully 
tempered that the handle will not 
bend or set when great pressure 
is exerted on it. Its cutting quali- 


UTIC 









- FORGED - 
STEEL FITTINGS 


The Watson-Stillman Sales Pol- 

icy was especially formulated to 
allow distributors to do an ag- 

| gressive selling job at an attrac- 
tive profit. 


Distributors who are stocking and 
selling Watson-Stillman Forged 
Steel Fittings have found it a 
highly satisfactory and profitable 
line to sell. 


Investigate the Watson-Stillman 


ELECTRICAL WORK 





ties are unsurpassed by any side 
cutting plier. Drop forged from 
Alloy Steel. 


UTICA Standard Side Cutting Plier— 


No. 50 
4 in. $1.05 5 in. $1.15 
6 in. $1.25 7 in. $1.40 


8 in. $1.50 


>) fe) mate) ic) me mmgele) Mase) ite) 7 vile), | 


UTICA, N. Y. 














Line! 

















The Watson Stillman Co. 


100 ALDENE ROAD, ROSELLE, N.. J. 
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CELLAR DRAINERS 


staeta » PRICES ARE 


$7 00 SLIGHTLY HIGH 
ER OW THE 
| PACIFIC COAST 
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NOTE POINTS OF MERIT! 


1 Ball bearings hermetically sealed 
in grease...no further lubrication 
required. °* © « e 


2 Heavy, solid stainless steel shaft 
.. will not corrode... insures longer 
life of lower bearings. ° 


3 Slow speed...all models operate 
et 1750 R.P.M. . ° ‘ 


** Non-clogging type of impeller... 
will pass solids almost twice as large 
as ordinary cellar drainers. ° .e 


5S ALL BRONZE construction, in- 
cluding column pipe. oe 


6 Most EFFICIENT CELLAR 
DRAINERS ON THE MARKET. 
Pump more water. Consume less 
electricity. . ° ° ° 


- . 


7 Thermal Overload Relay built into 
special motor head to protect motor 
against overload... . . . 


8 Units for sump depths of 6 and 
8 feet have self-lubricating interme- 
diate bearing, located in column 
pipe between motor and pump. 


WRITE FOR COMPLETE DETAILS 


THE DEMING COMPANY 
SALEMe*eOHIO 
PUMP MANUFACTURERS SINCE 1880 
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Canopy Light 





A diffused type of high intensity 
illumination for a fairly large area 
is needed in many operations in serv- 


ice and production industries. This 
type of indirect supplementary light- 
ing equipment is recommended for 
use in such operations as_ bright 
metal scribing, drafting, inspection 
work, typesetting, engraving and 
many other types of work where 
highly diffused illumination is desired. 
The light illustrated for overhead 
mounting measures 60 x 40 x 12 
inches. Trough measures 40 x 74 x 33 
inches. It accommodates four 150 
watt lamps. Wired complete with 
four sockets and one foot of wire foi 
connecting to conduit. It is finished 
in a gray on the exterior, and inside 
in white enamel. It is available in 
four sizes—20, 28, 40 and 60 inches 
in length and in several types of 
mountings. Primary buying officials 
to be contacted in introducing this 
product are plant manager, purchas- 
ing agent and superintendent.—The 


Fostoria Pressed Steel Corp., Fos- 
toria, O.—Mivut Suppwiies, August, 
1937. 


Hydraulic Lift Truck 


A new hydraulic truck has just 
been placed on the market for use 
in practically all industries where 
material from 2,500 to 10,000 pounds 
must be transported from one point 
to another and elevated more than 
23 inches. This new truck makes it 
possible to elevate the load by long 
or short strokes at the will of the 
operator, from any angle. Frames are 
collapsible to save under clearance. 
Outstanding features of this truck 
include automatic shut-off when plat- 
form reaches full height, automatic 
foot lever to release load, telescoping 
frame, inclined planes, spring  bal- 
anced handle, large turntable, oil tight 
hydraulic system and roller bearing 
pivots. Primary buying officials to 
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Send us a Float 
—QUICK | 











Most small orders for floats are 
“rush” orders. In an emergency 
you need to know a manufacturer 
who makes all types, and can ship 
quickly any float specified. 


We receive many orders from dis- 
tributors and have saved the day 
of many industrial plants with our 
large stock of finished floats, and 
our complete equipment for making 
floats of any size and any shape, 
from copper, steel, stainless steel, 
aluminum and other metals. 


When ordering always specify 
shape, size, metal, pressure and 
connection. 


List Harris Industrial Products 
in your catalog 


Our 53RD YEAR in 
the Copper Business 


























ARTHUR HARRIS & CO. 
210-218 N. Curtis St., Chicago, III. 








WHY DO THEY USE 
"Washing-Machine” 
CHAIN? 


Believe it or not, McKay 
Chain is used to lock slot- 
machine-type Washers to the 
floor in apartment houses so 
they'll ''stay put.’ This 
simply shows the versatility of 
the McKay Chain line. It's 
always A-No. | in guality— 
no matter for what purpose 
it is used. 


If you want the benefit of 
"McKay's 50 years of know- 
ing how," better line up with 


THE McKAY COMPANY 


McKAY BLDG. PITTSBURGH, PA. 
































COLLIS 


QUALITY TOOLS 





* 
... The Standard 


of Perfection... 





SLEEVES ® SOCKETS 


Standard Type and Use-Em-Up 
Type 


Drill Chuck Arbors for All 
Makes of Chucks 


@ Mill Supply Men everywhere find 
Collis a satisfactory, dependable source 
of supply. Send us your requirements. 
We will be glad to help on special 
problems. 





SERVICE 
QUALITY 
ACCURACY 
DURABILITY 


THE COLLIS COMPANY 


CLINTON, IOWA 




















SALESMEN— 
Business 1s 
readily 


developed 
for 








BRASS 
BRONZE 
COPPER 
EVERDUR 
STAINLESS 


BOLTS e NUTS e SCREWS 
AND WASHERS 


Large, complete Harper stocks 
enable you to provide imme- 
diate shipment on all standard 
items. Prompt service on spe- 
cial orders. Prices that are 


right. A liberal profit margin. 


Write for Complete Catalog 


The H. M. HARPER CO. 


Chicago, Ill. 


2622 Fletcher St. 





be contacted in introducing this 
product are plant manager, purchas- 
ing agent, chief engineer and super- 


intendent.—Revolvator Co., North 
Bergen, N. J.—MIm_L SUPPLIES, 


August, 1937. 


Automatic Swift 





A new automatic swift has been 
developed that is interesting not only 
for what it does but also as a me- 
chanical unit. This swift holds yarn 
firmly with uniform tension, no dis- 
tortion, and the yarn unwinds 
smoothly, exactly as reeled. As the 
swift is held in the hand ready to 
receive the skein, it can be quickly 
adjusted to the desired circumference. 
When grip is tightened, circumfer- 
ence is reduced; when released, swift 
is self-expanding through built-in 
tension. When in operation the yarn 
is held under correct tension, slack 
cannot develop, and there is no slip- 
page or bunching up on cross mem- 
bers. Wastage is thus cut down con- 
siderably. Primary buying officials 
to be contacted in introducing this 
product are plant manager, purchas- 
ing agent and master mechanic. 
Atwood, Crawford Co., 5 Central 
Ave., Pawtucket, R. I.—MILL Sup- 
PLIES, August, 1937. 


Line Voltage Switch 


A new super-sensitive switch claim- 
ed to have unusually long life and 
many uses has just been announced. 
It may be used as limit switch, safety 
switch, or in connection with count- 
ing devices, circuit breakers, liquid 
level controls, gauge devices, relays, 
pressure controls and governors. The 
switch is made in five different types: 
Rotary, light contact, oscillating, 
plunger and push types. The oscil- 
lating type switch makes contact in 
one direction but not in the opposite 
direction. It has many applications 
in the machine tool field. The inter- 
nal operating levers in all models are 
equipped with an adjustable steel 
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ONLY 4 
CHASER DIES 
INSTEAD OF 





This FIR No. 65R 
threads 1” to 2” pipe—with- 
out changing dies, perfect 
accurate threads. One set 
of 4 dies—no bother chang- 
ing, forget the other 12 you 
don’t need. Your customers 
will like this Reis (tD 
No. 65R. Write for folder. 


THE RIDGE TOOL CO. 


ELYRIA, OHIO 






Would you like 
to stop 75% of your 
customers’ 
pipe wrench re- 
pairs and wrenches 
out of commission? 
Sell RIFAID: 
—housings are 
guaranteed not to 
break or warp. 


Rikatb 


PIPE TOOLS 
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The 


Lonergang 


Line 


Dependable as Time! 


For 65 years the Lonergan 
name has been identified 
with the successful manu- 
facture of power plant 
specialties—dependability 
throughout the years. 

Today there are highly 
profitable possibilities 
with the LONERGAN LINE 
anywhere in the Nation. 
You are wise in rec- 
ommending Loner- 
gan Pop Safety and 
Relief Valves, 
Gauges and other 
Specialties, for they 
have withstood the 
test of time. 


Write for Catalog, 
prices and complete 





information. 
Model “a Oo - SPECIALTIES for 
m, Air an 
Pressure Gauges POWER PLANTS 


Standard Since 1872 


J. E. LONERGAN CO. 


213 RACE ST. PHILADELPHIA PA 











NO. 32A QUART SIZE 
_ MECHANIC'S GRADE 
TORCHES 


AND 


FIREPOTS 


- CLAYTON & LAMBERT 
. MFG. CO. 
_ DETROIT MIC 


PT ee 


IGAN 


HUNT TM 


ui 
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spring, insuring correct pressure on 
the contact button. The rapid snap 
action of the contacts, the use of sil- 
ver in both contacts to dissipate heat 
and the size of the switch gap all 
make it possible for the switch to 
break large currents. These switches 


| have been successfully operated at 





speeds of more than 200 contacts a 
minute with accurate registration at 
all times. Primary buying officials 
to be contacted in introducing this 
product are purchasing agent, plant 
manager and chief engineer.—The 
National Acme Co., Cleveland, O.— 
MILL SUPPLIES, August, 1937. 








Trade 
Literature 








GROUND SHAFTING—Action shots, 
revealing the modern production 
methods used in developing turned, 
ground, and polished shafting are 


| attractively displayed in this folder. 


Shafting of this type finds ready ap- 
plication for mechanisms requiring 
exposed shafts, where appearance is 
of prime importance. Uses of bars 
and shafting are fully given, to- 
gether with the complete manufac- 
turing story.—Bliss & Laughlin, Inc., 
Buffalo, N. Y. 


THREAD CUTTING—Thread cutting 
equipment in the railroad shop, and 
in those associated metal working in- 
dustries for the maintenance of the 





Write for your copy! 


DARNELL 
Caster & Wheel 


MANUAL 


Not a mere catalog. A complete 192 
page manual that solves your customer's 
caster and wheel problems, and points 
the way to greater profits for you. 
Profusely illustrated with descriptive 
diagrams! 


Darnell Corporation, Ltd. 
P. O. Box 4027-M, Station B 
Long Beach, California 


24 E. 22nd St. 36 N. Clinton 
NEW YORK, N. Y. CHICAGO, ILL. 
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rolling stock of railroads, is the sub- | 


ject of a 
In it are attractively pictured vari- 
ous types of pipe and bolt threading 
machines, together with their speci- 
fications, design and uses. 
ing machines are used in a wide va- 
riety of manufactures and an alert 
industrial supply salesman will find 
them a valuable product to push.— 


Landis Machine Co., Waynesboro, 
Pa. 
UNIONS — A. striking two-color 


pamphlet full of descriptive informa- 
tion on the Rockwood “Dualsteel” 
union has just been made available. 
In it the mill supply salesman will 


16-page booklet just out. | 


Thread- | 


find straight facts, figures and photo- 


graphs. The selling qualities of this 


product are clearly brought out and | 


should be of interest to industrial sup- 
ply men. A wealth of information 
for a few minutes time.—Rockwood 
Sprinkler Co., Worcester, Mass. 


MACHINE FASTENERS—A hand- 
book of common machine fasteners, 
containing 20 pages of a proper size 
to fit into the average drawing instru- 
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FLEXIBLE SHAFT 
MACHINES 


High Quality Only 


Type MY 4 ‘ This New 


Type MY4 
Machine 
Designed 
for the 
Tool and 
Die Maker 
Universal 
Swivel 
Mounting 
V4 HP. 
Capacity 
for 
Bench 
Work 
One of 
the Many 


Types 
i¥ We Build. 


N. A. STRAND & CO. 


5001-5009 No. Wolcott Ave. 
Formerly Lincoln Street 


CHICAGO 




















MR DISTRIBUTOR: | ment case has just been published. 
“ F | It shows 26 illustrations of bolts, nuts | 
Put this up to YOUR | and rivets drawn according to the 


latest accepted standard method, : 
which data is the first to be assem- High-Speed-Edge 

bled in a single publication. Free 

copies are available for distribution HACK SAW BLADES 
to all industrial supply salesmen.— 
Russel, Burdsall & Ward Bolt and 
Nut Co., Port Chester, N. Y. 


Customer— 











“MARVEL” 
Portable Positively 
PIPE TOOLS—Catalogue No. 33 con- 


ELECTRIC BLOWER 
© Keep your ELECTRIC MOTORS and WOOD. taining over 60 illustrations of pipe Unbreakable 


WORKING and OTHER MACHINERY free from | tools and dies, together with descrip- 
dost, dit, chips and sawdust, greatly ducing your | tive data on the entire line make These patented com. 
present FIRE HAZARD. P | this a very useful publication. Also | posite blades are the 


Order one on 10 DAYS’ TRIAL, and test it in | included in this booklet are some | only blades that can 

a plant. Give VOLTAGE of your Lighting very helpful hints on the care of | be both strictly High 
dies. In two colors and attractively | Speed and _ positively 

made up, it is the latest issue of this | Unbreakable. 

company.—The Nye Tool & Machine 

Works, Chicago, Ill. 


Write for Catalog on our 
Exhaust Blowers and Ventilat- 
ing Fans. 

Model No. 2, $40.00 


(Reduced from $45.00) 






Long Lasting 
Fast Cutting 


they surpass all other 





ELECTRIC HOSE 
catalog containing the complete line 
of braided and molded hose of the 


A new 64-page | 
Electrice Hose & Rubber Co., is now | 


We also make a 
larger size. Mudel 
No. 3, for $55.00, 
reduced _ from 


ready for distribution without charge 
to industrial supply salesmen. This 
book has been carefully prepared for 
the convenience of the user. The 
| data and helpful information is in- 
dexed according to purpose as well as 
kind of hose. A_ loose-leaf form, 
pocket size also contribute to its con- 


blades in these’ two 
features that every hack 
saw blade buyer is seek- 


plants. 


ing. A genuine high 
speed steel cutting edge 


ELECTRIC BLOWER COMPANY 


th i is ce g i serve 
352 ATLANTIC AVENUE BOSTON 9, MASS., U.S. A. a te cutee to can 


its full cutting life be- 
cause it is supported by 
a tough alloy steel body. 





































Tough 
ac Alloy 
ype Steel 


18% Tung- Body 
sten Hig 
Speed Steel 


Cutting Edge 


Patented Integral 
Weld 


F; - ‘ © 

ast Selling 
Because they offer the 
finest edge, are safe, 
shatter-proof and eco- 
nomical . . . because 
they make practical in- 
creased speeds, feed 
pressures and blade 
tensions, these blades 
are preferred wherever 
introduced. Because 
they have no equal or 
substitute, they sell, re- 
peat and build profits. 


TEAM-MATES OF PROFITS 








There’s no need for mark-downs, sales or price-cutting in 
merchandising LUFKIN Tapes, Rules and Precision Tools, 
for LUFKIN products at regular price are always a good buy. 
Users in every trade and industry hail them as downright 
good tools. You'll do a real volume business on them. 
Make certain your stock 


is complete. Write for So, Fi Al IV 


Catalog Number Twelve | 
TAPES « RULES + PRECISION TOOLS | 


Write for Catalog 


Armstrong-Blum 
Mfg. Co. 


“The Hack Saw People’ 


5853 Bloomingdale Ave. 


SAGINAW, MICHIGAN + New York City CHICAGO. USA 
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ROBBINS & MYERS 





ELECTRIC HOISTS 
CRANES i ¢ 
CHAIN HOISTS* ¢ 


TROLLEYS « WINCHES 


Write for our new “Bulletin 6161." It's 
full of hoist and crane information and 
model installations. 


ROBBINS & MYERS, Inc. | 


HOIST & CRANE DIVISION 


SPRINGFIELD, OHIO 


FANS #© MOTORS ¢ HOISTS © CRANES 
Founded 1878 


es 


IT SELLS! 











It’s in 
demand 
every- 
where 
















CLEMENTS. | 
CADILLAC 


Because it’s the oldest in the field; 
because it cleans safely, economically 
and thoroughly; because it’s the 
recognized leader, you can _ clinch 
sales with a Clements-Cadillac Port- 
able Electric Blower and Suction 
Cleaner. 

Cleans motors, switchboards, gen- 
erators, converters, control boxes, 
as well as all intricate machinery and 
equipment. Converts instantly into 
a Suction Cleaner or Sprayer. Write 
today for distributors’ terms and free 
trial offer. 

See it at Booth 242, Chicago Power Shit 
. a. 

CLEMENTS MEG. CO. 

6656 So. Narragansett Ave. 
CHICAGO, ILL. 
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| venience. It is a book that is ex- 

tremely handy for the salesman to 
| refer to and small enough to be car- 
| ried about.—Electric Hose & Rubber 
| Co., Wilmington, Del. 


CHUCKS — Descriptions of lathe 
chucks in complete range of sizes and 
types, for direct mounting on stand- 
ard flanged spindle noses and on 
standard taper key drive spindle 
noses are found in Chuck catalog, 
No. 537, covering Westcott lathe and 
drill chucks. This 44-page catalog 
is complete with specifications, cur- 
rent prices and photographs. Sales- 
men can boost sales by 





| “chuck conscious” and familiarizing 
themselves with chuck specifications. 
| —Westcott Chuck Co., 600 E. Walnut 
| St., Oneida, N. Y. 


ROD STRAIGHTENER—Bulletin No. 
| 10 on the American rod straightener 
| and shear machine has just been re- 
| leased. 
| plied in four models—one for every 
| size shop. It is designed for re- 


| claiming bent rods, belts, wire, nails | 


| and 


strip stock. Information con- 
| 


tained in this booklet is brief but 
| informative. Features, models, oper- 
| ations, and installations are thor- 
| oughly covered photographically.— 
The American Foundry Co., Misha- 
| waka, Ind. 
| RECORD EQUIPMENT — Like a 
prosecuting attorney, the questions in 
this 6-page booklet point an accusing 
finger at antiquated record keeping 
| methods and also in the same breath 
suggest definite and simple remedies 
which keep records up to date in 
readily available form. This 
| phlet called, “Buried Treasure,” 
| clearly the need for proper control 
of organization 
| Card System Co., Chicago, Ill. 
STEELS—Tool, stainless, and nitral- 
loy steels are discussed, in full, in a 
new 145-page catalog. 
is complete even down to the handy 
reference table found in the back. 
Tool steels are divided into five 
groups depending on their applica- 
tion; they are high speed, hot work, 
shock resisting, die and carbon steels. 
The entire catalog is crowded with 
illustrations, charts, and _ detailed 
specifications.—Ludlum Steel Co., 
Watervliet, N. Y. 
EXPANSION 


BOLTS—Catalog No. 


40, listing and pricing the complete | 


line of Arro expansion shields are con- 
tained in an 18-page 
out. 
surfaces of these shields, making 
them impervious to moisture, oxygen 
and strong alkalies. This company 
will furnish loose leaf pages to fit 
any salesman’s catalog. Send sample 
of page, advising quantity desired.— 
Arro Expansion Bolt Co., Marion, O. 
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becoming | 


This rod straightener is sup- | 





pam- | 
shows | 


activities.—Acme | 


This booklet | 


booklet just | 
Cadmium plating is used on all | 


(Aldek PROFITS 





Gardiner 
Flux- 
Filled 
Solder 





sells easier . 
ness . 
excellence, extensive advertising, 


. - builds repeat busi- 
. . because of dependable 


and attractive price. The name 
"Gardiner" means better results 
and lower costs to industrial plants 
and mechanics everywhere. 

Made in both acid and rosin-core 
and in various alloys and gauges. 
Sell Gardiner Solder and watch 
volume and profits increase. 


We can supply special requirements . . 
as well as babbitts, casting metals, solid 


wire, bar solders and Monarch Ball 
Metal. Write for prices and complete 
information. 








&:. Riser Rs 
vA A & METAL CO. fe & 


4833 S. Campbell Ave., Chicago, Ill. 











| WIREGRIP comes on processed cards that 


prevent waste—every hook can be used. Pro- 
tects fingers. Applied with WIREGRIP Lacer 
or any other standard lacing 
machine. (Pat. app. for.) 





BELT 
LACING 


STEELGRIP is a stronger lacing 

for all power and conveyor belts. 

Clinches smoothly into belt, compresses ends, 
prevents fraying. 2-piece hinged rocker pins. 
8 sizes. In boxes or long lengths. 


WRITE FOR CIRCULAR 


ARMSTRONG BRAY & CO. 


"The Belt Lacing People’ 
310 N. Loomis St. Chicago, U. S. A. 
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522888) 8/8 8 8)8);SUMP PUMPS—Details of pump! 
ry construction and pump selection in | 
—\simple charts and diagrams are | 
ba found in a 20-page bulletin, No. 3000, | 
@ devoted to electric heavy duty sump | 
@ pumps. This comprehensive piece of | 
g | literature covers a wide range selec- | 
a tion in pump sizes and gives valu- 
able information on the function, con- 
® | struction, and application of these 
@ pumps. Bilge pumps are used in 
practically all large buildings, power 
plants, boiler houses, | sub-stations, 
sewage treatment plants, water fil- | 
tration plants, and many related in- | 
dustries. Simplicity in this bulletin | 
makes it readily understandable and | 
extremely helpful.—Yeomans Broth- 
ers Co., Chicago, Ill. 





“THERE IS A SHERMAN CLAMP FOR 
EVERY PURPOSE” 


SHERMAN 


HOSE CLAMPS 
SOLID BRASS 


Sherman Hose Clamps are 
made of heavy wrought 
brass clear through . . . can 
never rust . . . have been 
the world's standard for over 
40 years . . . Sold by lead- 


ing jobbers everywhere . . . 


Write for quotation and 
catalogs. * WELDED PIPING, DESIGN—Com- 
plete handbook information on design 


and layout of piping for welded con- 

H. B. SHERMAN MFG. CO. nections is contained in “Design of 
BATTLE CREEK MICHIGAN @ Welded Piping”, a 200-page booklet 
1.222 2 COMtaining over 100 figures and 
tala vet ae A tables. Subjects treated of interest 


| NICKEL MAGAZINE—Inco is the 
name of a quarterly magazine de- | 
voted to the uses of nickel and nickel 
alloy. In it are contained many in- | 
teresting articles on new uses and} 
developments of nickel. The maga- | 
zine is well illustrated and attrac- | 
tively made up.—The International 
Nickel Co., Inc., New York City. 
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to engineers are fundamentals of 
welded joint design; welding metal- 


<9 ° lurgy; standard welded pipe connec- 
Uda uly tions; design data on welding cast 





iron, galvanized iron, stainless steel 
and non-ferrous piping; advanta- 
I] _ / 3911) geous layout; fabrication and erec- 
SE, S 1ttse . tion considerations; welded anchors 
and supports; and welding speeds. 


oe" why the OTTEMILLER The first section of the book is de- 








F fitabl } voted to the fundamentals of welding 
— EERS pre dis ‘b repes technique and properties of welds, 
sales to so many distributors. which gives a more readily under- One look at _ -" 1937 Dart catalog ha 
. 3 ic > , j - how you why art unions are selling 
@ OTTEMILLER has won a wide- stood picture of the welding opera-| 8% it aah 
spread reputation for quality. Dis- tion and weld characteristics. Pipe Oe Oe ae ae ee 
tributors everywhere are finding this sketches, drawings and charts add to oat’ toa prices of Dart aston fittings—in- 
nate ti ganeany —— =e the effectiveness of this handbook. formation that plant operators, superintend- 
ments In screw macnine procucts, —The Linde Air Products Co. New ents, and boss pipers find unusually valu- 
@ OTTEMILLER'S line is complete. York City. able. 
on ale ae ad ae Moreover, it gives straight, hard-hitting facts 
ty . ‘ — NCINEC ; on the features that have established Dart's 
and the like can be filled promptly. DIESEL ENGINES—A profusely il- leadership. The wide, full-bearing, true- 
@ OTTEMILLER guarantees  maxi- lustrated two-color booklet, form No. pall ground bronze joint, for example, that 
mum cooperation with distributors. 4127, giving the places for power assures long life and leak-proof service in 
Let us give you complete information 


supplied by diesel engines has just the toughest conditions—speeds your sales 
| been issued. The booklet features protects your profits. 
clear illustrations and concise cap- 


about our line and our policy, 


Capitalize on this new selling-power. Let 
tions, pointing out the advantages us send you Dart’s deal—along with a copy 
and the economy of diesel engines in| 9° the catalog. No obligation. 

each case. Pumps, mines, hoists, 
sawmills, flour mills, generator sets, 
ice plants, oil wells, cotton gins, rock we 
crushers, dredges and general con- 


Wm. H. struction work are just a few of the 


@) TT ia MA ] L L if R Cc @) m specific applications which the book- 














|let discusses. More than 100 exam- | 
YORK, PA. | ples are mentioned.—Caterpillar E. M. DART MANUFACTURING co. 
We also manufacture Dardelet Thread Screws | Tractor Co., Peoria, Illinois. PROVIDENCE, R. I. 
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VINCENT 
HUNTINGTON 


GRINDING Reveag 
WHEEL A 
DRESSER [rma 


Has 18 


* Count 


Their 
Popularity 
Makes 
Customers 


PW 


@< Vincent - Huntington 
y | Grinding Wheel 
Dresser Cutters are 
sf standard —— 
in many of the larg- 
“Ay A est industrial plants 
in the country. Their con- 
tinued popularity is due to 
their superior performance 
under all conditions. 


Distributors can build up a 
substantial business with 
these Cutters which are cor- 
rectly designed and give 
long. efficient, trouble-free 
service. They are heat 
treated uniformly by our 
“Vincent Process” which as- 
sures the exact degree of 
hardness. Every sale 
makes a satisfied customer 
and good profits for you. 


We also make Vincent 
“AA” High Speed Tool Bits. 
Our catalog sheets will be 
sent on request. 


THE 
VINCENT STEEL 
PROCESS CO. 


2434 Bellevue Ave. 
DETROIT, MICH. 
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